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Circle of Security on the Trail to Independence 


Those who sought financial independence in 1849's great 
Gold Rush found the trail a nightmare of uncertainty, acci- 
dents, sickness and Indian raids. The wagon train, made up of 
families banded together for mutual protection, formed about 
the only kind of security available to the pioneer in those days. 


Your Road to Security... 
a Penn Mutual Independence Plan 


The right to provide for our own future in our own way is a heritage Americans 
always have cherished. 


Today, as in 1847 when The Penn Mutual was founded, financial security 
depends on planning to meet the uncertainties of tomorrow. Over 600,000 
families, many of them Californians descended from the 49ers, look to The 
Penn Mutual to remove uncertainties, to help assure financial independence. 


A Penn Mutual Independence Plan can be tailored to your needs ... present 
and future. For example, while providing for your own retirement later on, it 
can make certain also that funds for mortgage payments... or for a college 
education ... are available when needed. 


A Penn Mutual underwriter can help you plan wisely, offering you both expert 
knowledge and friendly understanding. He represents a Company with experi- 
ence of more than a century and assets of well over a billion dollars. Call him 
today ... his services are yours without obligation. 





THE PENN MUTUAL Lire INSURANCE COMPANY - INDEPENDENCE SQUARE, PHILADELPHIA 


Penn Mutual Advancement Opportunities Go to Penn Mutual Men 


FRIDAY, MARCH 26, 1934 





FIRST in a series designed to be of service to young men contemplating a life insurance career. These advertisements appear in 
magazines and life insurance trade press where young men are likely to look for information about companies and job opportunities. 


Check List For 


ACHIEVEMENT 


A RECENT survey among graduating 
seniors at one of America’s leading universities 
revealed seven major factors to be considered 
in judging the true merits of a job. These 
factors are listed below to help you evaluate 
job opportunities. Simply check Yes or No 
in the indicated squares to see if any job 
you are considering does or does not 
meet these qualifications. 


LOCATION of the job is always important. Discontent 
often results when the job breaks familiar ties with family, 
friends and surroundings. 





[yes | |NO | 


(You can select your own location with The Union Central 
Life Insurance Company, operating in practically every town 
and city in 46 states, from New York to California.) 





TRAINING facilities are your best assurance of rapid prog- 
ress in your chosen career. Most successful companies provide 
specialized training programs. 





ives | |NO | 


(The Union Central training program quickly qualifies you 
to take your place among experienced men. Such thorough 
training has developed many of the nation’s leading life under- 
writers.) 





WORKING TOOLS are necessary aids in building a 
successful career. 





[ves | {NO | 


(Through research and testing, The Union Central con- 
stantly provides its men in the field with personalized adver- 
tising, scientific prospecting procedures and a wide variety of 
sales presentations to fit every type of life insurance market.) 





OPPORTUNITY FOR ADVANCEMENT. Look for 
the job that opens the door to an expanding future. Beware 
the jobs offering large starting salaries but leading into blind 
alleys. 





lyes | [NO | 


(The Union Central life underwriter’s career is not limited 
to sales. Many find achievement in management and admin- 
istration, as well as the executive branch.) 
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COMPENSATION. Look beyond immediate compensa- 
tion. Look for the job that can give you large earnings in the 
future when success is proved. 





|ves | |NO | 


if 


(The average Union Central agent earns more than $5,000, 
and about ¥% earn annual incomes better than $10,000. In 
addition, the Company provides liberal retirement and pension 
plans.) 





STABILITY OF EMPLOYMENT. Be sure the job 
you choose is with a company that will not find it necessary 
to release well-trained men from time to time because of busi- 
ness dislocations or depressions. 





ives | [NO | 


(There is always a market for life insurance regardless of 
business conditions. Operating for 87 years, The Union Central 
has survived four wars and seven depressions, and has never 
canceled an underwriter’s contract because of market failures 
or shortage of merchandise to sell.) 





APTITUDE must be considered if you’re to be certain the 
job you choose is the one for which you best qualify. A misfit 
in one job may easily be a success in another. 


lves | |NO | 


(The Union Central employs scientific aptitude testing plus 
experienced advice from a sincerely interested managerial staff 
to help you determine whether or not vou are best qualified 
for a successful career in life underwriting.) 








Before you definitely ‘select a job, why not learn more about your 
opportunities with The Union Central? Drop us a line and we'll 
be glad to arrange an interview at one of our local offices near you. 


THE UNION CENTRAL LIFE 
INSURANCE COMPANY 


CINCINNATI 2, OHIO 
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NALU Board Picks 
Chicago Area for 
New Headquarters 


But National Council Asks 
Action Be Stayed Pending 
Ratification at Boston 


NEW ORLEANS—The Chicago area 
was chosen by the National Assn. of 
Life Underwriters board of trustees for 
the new location of NALU headquar- 
ters at a specially called meeting held 
here Saturday on the eve of the mid- 
year meeting of NALU. 

However, the national council on 
Wednesday voted to request the trus- 
tees to withhold any action until the 
local associations have had a chance 
to study the entire question and ratify 
or turn down the Chicago choice at 
the annual meeting in Boston next 
September. 

Several other cities were contenders 
but as a practical matter the race had 
only two contestants that were taken 
seriously—the Chicago area and the 
New York City area. The trustees’ vote 
was not announced but is understood 
to have been very heavily in favor of 
Chicago. 

The trustees’ action settles the loca- 
tion area as definitely as it can be 
settled short of consummating a con- 
tract from which it would be imprac- 
ticably costly to withdraw. Of course, 
it took no elephantine memories for 
some of those present to recall that at 
last April’s midyear meeting in Chi- 
cago the trustees picked Washington as 
the headquarters city but reopened the 
question at the annual meeting last 
August after the national council had 
overwhelmingly recommended that the 
question be studied again—with a 
strong implication that the location 
should be someplace other than Wash- 
ington. 


The trustees at their meeting here 
Saturday refrained from making a de- 
cision on any site within the Chicago 
area or even officially expressing any 
preference. But undoubtedly the avail- 
ability of a site at the edge of the Uni- 
versity of Chicago campus on a 99-year 
lease at a dollar a year rental was a 
factor in swinging the decision in Chi- 
cgo’s favor. 

Another potent factor was the well- 
organized promotion effort under the 
chairmanship of John D. Moynahan, 
Metropolitan Life, Chicago, past pres- 
ident of NALU and now serving on 
the NALU board to fill out the term 
of the late Mitchell Rosser until the 
next annual meeting. 

The Chicago association presented 
handsome brochures extolling Chicago 
as a location and going all-out for the 
advantages of the University of Chi- 
cago site. The brochure is illustrated 
with photographs and diagrams. 

The day before the trustees held 
their special meeting here the location 

(CONTINUED ON PAGE 21) 


NALU OK's Group for Federal Employes, 
Opposes It in Mutual Fund Tie-Up 


NEW ORLEANS—After delaying ac- 
tion a day to obtain fuller information, 
the National Assn. of Life Underwrit- 
ers national council at its Wednesday 
session here adopted unanimously and 
without discussion resolutions (1) en- 
dorsing the proposal of the federal 
government to cover its employes with 
group insurance in private insurers de- 
spite the fact that no commissions 
would be paid; (2) Opposing the issu- 
ance of decreasing group term insur- 
ance in connection with the sale of 
installment savings and investment 
plans, since such insurance might give 
the public the impression that NALU 
approves such investments, which are 
wholly different in character from life 
insurance. 

The wording of the second resolution 
was later changed to read that NALU 
would seek legislation prohibiting sale 
of group term insurance in connection 
these savings and investment plans. 
The change was to make it clear that 
NALU was not inveighing against the 
writing of such coverage as long as the 
law permits it. 

These were offered as part of the 
report of the group committee by its 
chairman, David B. Fluegelman, Con- 
necticut Mutual, New York City, im- 
mediate past president. Also adopted 
was the committee’s recommendation 
that NALU not oppose the reduction in 
minimum size of group cases from 25 
to 10. 

Legislation will be sought to imple- 
ment the resolution on group term 
sales in connection with investment 
plans. A special committee was named 
to follow through on this. 

President Gilmore of NALU an- 
nounced he had appointed a special 
committee to work on the mutual fund 
coverage legislation problem. Mr. 
Fluegelman is a member, the oth- 
ers being Robert R. Reno, Jr., Equi- 
table Society, Chicago; Carl Ernst 
North American Life & Casualty, Min- 
neapolis; Oren D. Pritchard, Union 


Central, Indianapolis. Mr. Pritchard is 
chairman. It was announced Wednes- 
day that this special committee had 
chosen Judd C. Benson, Union Central, 
Cincinnati, as the fifth member. 

It was brought out in the earlier dis- 
cussion that the government employes 
coverage would involve about $9 bil- 
lion of insurance on some 2,200,000 em- 
ployes, with premiums running in the 
neighborhood of $75 million a year. 
Mr. Fluegelman said that while there 
would be no commissions paid, the 
government would be urged to make 
use of the services of agents wherever 
appropriate, and the endorsement in 
the resolution was conditioned on ask- 
ing that agent’s services be used when- 
ever the occasion might arise. 

Discussion at the Tuesday national 
council session of the federal govern- 
ment’s proposal to cover its employes 
through private insurers for life and 
hospitalization quickly centered on 
NALU’s proposed endorsement of a 
plan that would provide group insur- 
ance without paying any commission. 
Mr. Fluegelman explained that neither 
the insurers nor NALU had a choice, 
since the only alternative would be 
self-insurance. He said he felt NALU 
should feel encouraged at the govern- 
ment’s willingness to insure through 
companies rather than self-insure. He 
explained the companies would handle 
the business at virtually no profit. He 
said NALU had traditionally been for 
group in employer-employe relation- 
ships, which this certainly would be. 

Mr. Fluegelman said it should be 
called to the government’s attention 
that even though no commissions are 
paid on the group coverages, there will 
be occasions for agents’ services, par- 
ticularly on conversions, and that pro- 
vision should be made for compensat- 
ing the agent in those situations. 

Channing Cowles, Buffalo, wanted to 
know if any other industry dealing 

(CONTINUED ON PAGE 22) 








Late News Bulletins... 








Scripps-Howard Letters to Wolverton 


More than 300 letters from readers of Scripps-Howard newspapers dealing 
with individual A&H policies and practices and written as a result of the series 
of articles on the subjects that appeared in the paper chain have been turned 
over to Chairman Wolverton of the house interstate commerce committee. The 
newspapers received more than 1,000 letters, but only 314 contained details, 
such as company name. Some were accompanied by supporting data. Mr. Wol- 
verton promised the committee would study the letters. 


Hearings on Health Reinsurance 


WASHINGTON—The house committee on interstate and foreign commerce 
allotted Wednesday and Thursday for hearing Secretary Hobby and associates 
on health reinsurance legislation. For Friday there were scheduled representa- 
tives of American Hospital Assn., Blue Cross Commission, and R. W. Faulkner 
of Woodmen Central. Tentatively scheduled for next week were Life Insur- 
ance Assn. March 30 and Health & Accident Underwriters Conference March 31. 


Ad&H Tax Exemption Bill in House Again 


A bill introduced by Rep. Wolverton in the house would exempt for income 
tax purposes up to $100 of premiums paid for A&H insurance by amending 
(CONTINUED ON PAGE 24) 


NALU Defers Action 
on Hottest Issues 
Till Annual Rally 


Council Wants More Time to 
Ponder Headquarters Choice, 
‘Industry Associates’ Dues 


By ROBERT B. MITCHELL 


NEW ORLEAN S—tThe National 
Assn. of Life Underwriters at its mid- 
year meeting here disposed of some 
important matters but it wisely—in the 
opinion of a large majority of dele- 
gates—deferred action on the hottest 
issues until they could be scrutinized 
more carefully and then taken up at 
the next annual meeting by a more 
largely attended council. 

These deferred issues are the lo- 
cation of the projected headquarters 
building and the propriety of letting 
the New York State association—or 
any other association—accept dues 
from domestic companies on a non- 
voting “industry associate” or similar 
basis. 

The trustees had on Saturday picked 
the Chicago area for the projected 
headquarters building, though with- 
out selecting a site. But on Wednes- 
day the national council requested that 
no action be taken toward implement- 
ing the decision or buying or leasing 
a site until the local and state associa- 
tions could learn more about the pros 
and cons and then decide at the an- 
nual meeting at Boston in September 
whether they agreed with the trustee’s 
choice. 

e * e 

While under the constitution the 
trustees are not bound by the council’s 
actions, as a practical matter they give 
ear to its opinions and in this case the 
council’s decisive vote left no doubt 
that it wanted a longer look before 
ratifying a choice. 

Probably the most important affirm- 
ative actions were the_ resolutions 
adopted as part of the group insur- 
ance committee’s report on placing 
the association on record as endorsing, 
even though no commissions will be 
paid, the federal government’s plan 
to cover its employes with group in- 
surance in private insurers, and the 
other pledging NALU to seek legis- 
lation outlawing savings and invest- 
ment plans, since this tie-up might im- 
ply a tacit endorsement by NALU of a 
type of investment radically different 
from life insurance. These resolutions 
and the discussion preceding their 
adoption are treated in a separate arti- 
cle in this issue. 

Another important action was the 
national council’s recommendation 
that legislation be sought prohibiting 
the payment of commissions to lend- 
ing institution or its representative re- 
gardless of whether the insurance is 
group or individual. 

The warm and spirited discussion of 
what to do about the trustee’s choice 
of Chicago and the NALU headquar- 

(CONTINUED ON PAGE 23) 
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GAMC Hears Three Talks, Participates In 
Management Seminars at New Orleans A 


NEW ORLEANS—The NALU Gen- 
eral Agents & Managers Conference 
put on a well-attended all-day session 
Monday during the NALU midyear 
meeting here, with three talks in the 
forenoon, a luncheon program, and 
six “room-hopping” sessions afterward, 
some lasting till late afternoon. 

At the business session of the GAMC 
directors, Leonard T. Smith, district 
manager of Prudential at Providence, 
was named a director to succeed Her- 
bert Hill, Life of Virginia, Richmond, 
who resigned because of pressure of 
business. Mr. Smith’s appointment runs 
until the next annual election, in Sep- 
tember, under the by-laws. 

Mr. Smith will also succeed Mr. Hill 
as chairman of the GAMC committee 
on district agency management. This 
committee has been working on a pro- 
jected program of holding manage- 
ment conferences for district managers. 

The directors also accepted the in- 
vitation of the Advisory Council on 
Life Underwriter Education and Train- 
ing to be represented, along with var- 
ious other organizations. 


Walter G. Gastil, Connecticut Gen- 
eral, Los Angeles, talked at the Monday 
morning session on the leadership qual- 
ities an agency manager should have. 
It is Mr. Gastil’s philosophy that if the 
manager can’t make an agent a better 
producer by his help, he has no right 
to accept the overriding on the man’s 
production and he should help him get 
a job in some other line of work or 
with some manager who can do some- 
thing for him. 

Mr. Gastil made the point that the 
agency head needs morale, faith, ener- 
gy, idealism, and perseverance, not 
just for himself but with “some to 
spare” for his agents. 

The other morning speakers were 
William J. Schergens, Aetna Life, 
Shreveport, and Francis L. Merritt, 
director of training Mutual Benefit 
Life. Their talks are reported elsewhere 
in this issue. 

M. L. Camps, John Hancock, New 
York City, presided as program chair- 
man. 

At the luncheon, Ray H. Wertz, Lin- 
coln National, Detroit, GAMC chair- 
man, was toastmaster. Robert C. Gil- 
more, Jr., NALU president, spoke brief- 
ly on the broadened influence of 
GAMC. Mr. Camps then introduced the 
various speakers and room hopping 
chairmen. 


Managing Director Lester O. Schriver 
of NALU talked on the important role 
of the agency head. He said that such 
a man looks for more than money as 
compensation. He will get money, to 
be sure, but “you will find that your 
greatest compensation comes from what 
you have done to develop men who 
otherwise might have failed if it had 
not been for your help. Your greatest 
satisfaction is that you have helped 
men on the road to success.” 

Mr. Wertz talked briefly on the need 
of building an ever stronger GAMC. 

At the room hopping session on get- 
ting the first year man into production, 
Richard N. Lewis, Great National Life, 
Austin, discussion leader, said that be- 
fore he signs a contract with a new 
man it is understood that he must 
memorize verbatim a “$10 a month” 
sales plan; keep monthly, weekly, and 
daily planning records, maintain pre- 
scribed files—prospect, age change, 
etc; and accept criticism without re- 
sentment. 


Ray H. Wertz 


M. L. Camps 


To allay the new agent’s concern 
about “pressure” selling or selling to 
his friends, he is told there are only 
two times to use pressure: First, when 
he is selling the interview, and second 
when he has obtained agreement on 
the problem and a possible solution he 
should exert all the pressure necessary 
to get a decision. 


Henry C. Hunken, Connecticut Mu- 
tual, Chicago, who led a discussion on 
developing brokerage and surplus busi- 
ness, said he has a very clear under- 
standing with sources of surplus busi- 
ness that he will not touch a case that 
can be placed with the surplus writer’s 
own company. In dealing with brokers 
he has made it a rule always to pay the 
full commission even though someone 
from the Hunken agency may have 
done all the selling. This helps produce 
the kind of good will that makes for 
repeat business from the broker. 

W. Sheffield Owen, assistant agency 
vice-president of Life of Georgia, was 
assisted by a panel, they being L. B. 
Quick, district manager for Life of 
Virginia at New Orleans, Norval S. 
Pierce, district manager of Metropoli- 
tan Life at Houston, and Gary S. 
Cutini, director of training Life of 
Georgia. They discussed ways of get- 
ting more ordinary production from 
the debit agent. There was much inter- 
est in this topic and the question and 
answer session continued until about 
6 pm. 

e e 

At the session on agency building 
led by Robert B. Pitcher, John Han- 
cock, Boston, there was considerable 
discussion on whether to train agents 
singly or more than one at a time. A 
show of hands indicated that even 
though they might favor multiple 
training, the overwhelming majority of 
those present would take on a new 
man and train him even though no 
others were being trained at the same 
time. 

In the session on building agency 
morale, Adam _ Rosenthal, General 
American, St. Louis, the discussion 
leader, said his agency operates as a 
team. Each member taking pride in 
the accomplishments of all the others. 
the agency has a motto “the harder 
I work the luckier I get,” and it has a 
sign, “you are members of the best 
sales organization in St. Louis.” The 
first requirement, said Mr. Rosenthal, 
is that the general agents morale must 
be good. 

He gave these as 10 commandments 
for building agents’ morale: (1) under- 
stand them—know what makes them 
tick, their strengths, weaknesses, am- 
bitions, etc.; (2) develop them—give 
them a bigger conception of themselves 

(CONTINUED ON PAGE 22) 








e M.A. Tinkham has been named bro- 
kerage manager for Lincoln National 
at Pittsburgh, where he has been in 
supervisory work for eight years. 








NALU Has 39,017 Members, 
Up 526 in Last 12 Months 


NEW ORLEANS—National Assn. 
of Life Underwriters has 39,017 
members as against 38,491 a year 
ago, John C. Donohue, Penn Mutual, 
Baltimore, reported at the NALU 
midyear meeting as membership 
chairman pro tem. He was appointed 
following the recent death of Mitch- 
ell M. Rosser, Phoenix Mutual, Bos- 
ton. 

Mr. Donohue said it was not possi- 
ble to break the current figure down 
as to new and renewal memberships 
but that as of March 1 the figure was 
36,174 of which 31,535 were renewal 
and 4,639 new memberships. This 
compared with an equivalent-date 
figure for 1953 of 33,640, of which 
28,318 were renewal and 5,322 were 
new. 

Stressing the need for stepped-up 
membership activity, Mr. Donohue 
pointed out that the current mem- 
bership represents only 37% of all 
field men and that the figure should 
be more than 100,000. He said there 
was not so much correlation as had 
been thought between the ratio of 
managers to the potential maximum 
and the corresponding ratio for 
agents in a given locality. He said 
perhaps too much emphasis had been 
placed on the manager’s role. Mr. 
Donohue paid particular tribute to 
the work of Mr. Rosser. 











State Mutual Field 
Force, Home Office 
Men Confer at Miami 


“Your Franchise is a Copyright to 
the State Mutual Story” is the theme 
of the company’s general agents and 
managers meeting being held this week 
at Miami Beach. Home office and field 
representatives are taking part in the 
four day conference, featuring panel 
discussions and talks on the agency- 
building program. 

Benjamin W. Ayres, Worcester, re- 
ceived the President’s Cup for the best 
over-all record in agency management. 
Bernard S. Rosen, Denver, won the 
agency building award for the second 
consecutive year for outstanding ac- 
complishment in recruiting, training 
and supervision of career agents. 

New members of State Mutual’s 
General Agents Assn. include Hubert 
J. Murphy, New Haven; William K. 
Saunders, Manchester; John D. Myers, 
Columbus, O.; Charles P. Carriere, Jr., 
New Orleans; Ben Chapman, Birming- 
ham; Mark L. Kalb, Kansas City; Ir- 
vine M. Marr, Seattle, and Duncan F. 
Brown, Burlington, Vt. 

Home office officials include Presi- 
dent H. Ladd Plumley and Vice-presi- 
dent Robert H. Denny. 





Texas A&H Underwriters 


Elect McDonald President 


C. E. McDonald, International Fidel- 
ity Life, Dallas, was elected president 
of Texas Assn. of A&H Underwriters at 
at a meeting in Austin. 

R. L. McMillon, Business Men’s As- 
surance, Abilene, is 1st vice-president; 
John Delaney, American General Life, 
Houston, 2nd vice-president, and Les- 
lie A. Ginn, Business Men’s Assurance, 
Austin, secretary. 





Bankers Nat'l Names Kelley 


Bankers National Life has appointed 
John Kelley to the agency department 
staff in charge of sales promotion, 
publicity and publications. He formerly 
was with National A&H Ins. Co. as 





e North Carolina Mutual Life has 
named A. J. Clement, Jr., manager at 
Charleston, “manager of ‘the year”. 


—= 


‘Claris Adams to 
Make Washington 
His Headquarters 


Claris Adams, who officially took 
over as head of the headquarters staff 
of American Life Convention at an 
executive committee last week at Chi- 
cago, will have the same title as his 
predecessor, Robert L. Hogg, now 
senior vice-president and _ advisory 
counsel of Equitable Society. Mr. 
Adams’ title is executive vice-presj- 
dent and general counsel. He had been 
ALC’s top staff officer from 1926 to 
1929 and since 1936 had been president 
of Ohio State Life 

Mr. Adams will make his _ head- 
quarters at Washington, as did Mr. 
Hogg. 

Lee N. Parker, administrative vice- 
president, was given the additional 
title of treasurer. 

Two companies, Piedmont Life of 
Georgia and Independence L. & A, 
were admitted to membership at the 
meeting. This brings membership to 
240 companies. 


February Sales 
Bring Increase 
for Year to 7% 


February purchases of life insurance, 
$2,784,000,000, brought the total for the 
first two months of this year to $5,- 
378,000,000, some 7% more than a year 
ago, and compared with $2,674,000,000 
in February of 1953. Ordinary was $1,- 
821,000,000, 6% increase; industrial, 
$537,000,000, represented a 1% gain, 
and group, which totaled $426,000,000, 
rose 3% over 1953. 

Total purchases for the year to date 
was 7% over 1953, ordinary accounting 
for $3,542,000,000, up 5%; industrial, 
$969,000,000, up 2%, and group $867,- 
000,000, a gain of 29% 





Two More Companies 
Show Across Board 


Progress in 1953 
AMERICAN UNITED LIFE 


A 13% increase in direct sales was 
registered in 1953 by American United 
Life. Net gains also were made in 
persistency and average production 
per agent, the average size policy 
growing to $5,404. 

Insurance in force reached $559,- 
608,000, as against $526,301,000. Assets 
increased nearly $5 million to $105 
million. Benefit payments totalled $8 
million. 

During 1953 90 new agents were 
contracted, a record. 


WISCONSIN NATIONAL LIFE 

Life insurance in force of Wiscon- 
sin National Life at the end of 1953 
stood at $111,005,203, higher by 
$8,065,142. A&H premium income 
amounted to $1,005,871. ; 

Assets reached $26,035,219, an in- 
crease of $1,822,766, and capital and 
surplus gained by $164,542, to total $2,- 
557,397. Policy reserves increased $1,- 
508,534. Benefit payments since organ- 
ization now amount to $23,795,976. 

The average rate of return on 1n- 
vested funds, before federal income 
taxes, increased from 3.51% to 3.65%, 
the net return, after taxes, rose from 
3.29% to 3.41%. 
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Study Shows Many 


Bad Practices in 
N. Y. Welfare Funds 


N. Y. Department Recom- 
mendation for Examination 
Enacted into Law 


The bill was passed by the New York 
legislature and is expected to be signed 
by the governor which would give the 
insurance department authority to ex- 
amine union welfare funds. The legis- 
lation does not authorize regulation of 
such funds by the state but will, it is 
expected, enable the insurance depart- 
ment to complete a thorough investiga- 
tion of such funds which it started last 
fall and which is expected to form the 
base of regulatory legislation in the 
next session of the legislature. The bill 
requires trustees of welfare funds to 
maintain records in conformance with 
accepted accounting principles. 

The department initiated its study of 
welfare funds of building service em- 
ployes international union local 32-E 
following disclosures of irregularities 
as a consequence of investigation into 
the raceway scandals in the state. 

Superintendent Bohlinger of the in- 
surance department filed a preliminary 
report on its study before the end of 
the legislative session just closed. In 
that report he points out that the books 
and records of 34 welfare funds, in 
addition to that of the building em- 
ployes’ fund, were examined, and that 
these welfare plans provide a cross 
section of the organized industries in 
the state. 


In the case of 10 other welfare funds, 
exclusive of those examined, the de- 
partment’s inquiries were either block- 
ed preemptorily or such delaying tac- 
tics were resorted to by union officials 
as to preclude examination of their 
welfare funds. One fund _ instituted 
proceedings in the New York county 
supreme court to test the legal right 
of the superintendent to examine its 
books and records. The books and rec- 
ords of eight licensed agents or brokers 
servicing welfare funds also were ex- 
amined as part of the department sur- 
vey. Some irregularities were discov- 
ered, and disciplinary proceedings have 
been instituted as prescribed by sta- 
tute. 

The department has been concerned 
by the lack of information available on 
amounts of money held by the rapidly 
increasing number of employe benefit 
Plans over which there was no super- 
vision. Its survey therefore was de- 
signed to furnish a factual basis for 
evaluating the financial magnitude of 
such plans. Questionnaires were dis- 
tributed to 714 unions, 131 insurance 
companies and 32,204 employers with 
20 or more employes in the state. The 
results show that more than 1 million 
union members and their families are 
covered under union health, welfare 
and pension plans operating in the 
State and close to 1 million workers are 
Covered for pension benefits under 
self-administered employer plans. 

The department’s investigations of 
such funds disclose various abuses 
which result in dissipation of assets. 
There was evidence of misuse of wel- 
fare funds by obviously excessive ra- 
tios of expenses to contributions re- 
ceived, ranging up to 45%. Such mis- 


use resulted from excessive salaries, 
expense allowance and fees for work 
performed or payments for work not 
performed at all; purchase of unneeded 
expensive automobiles, including gifts 
of cars, arbitrary and _ exhorbitant 
charges for expenses by the union; 
legal and accounting charges not pro- 
portionate to the services rendered; 
payments to union officials for ex- 
penses of attending union conventions; 
payment of so-called management fees 
to agents and brokers for alleged serv- 
ices normally performed by producers 
or insurers without charge, and pay- 
ments to trustees out of proportion to 
the services rendered. 

There were many instances of loans, 
often unsecured and seldom repaid, to 
union officers, parent unions or other 
unions to finance projects having no 
connection with the welfare fund’s 
purpose, such as financing strike bene- 
fits, erecting or renovating union head- 
quarters, financing trips of union of- 
ficials to union conventions, purchas- 
ing expensive automobiles for union 
officials and promoting other union ac- 
tivites. 

There was disclosed a lack of proper 
administrative procedures, such as in- 
adequate accounting records and in 
some instances a failure to record 
transactions. Several welfare funds 
failed to invest funds and left large 
sums in commercial banks without 
earning interest. Many trustees failed 
to discharge normal managerial res- 
ponsibility. This was apparent from 
the infrequent meetings of trustees, the 
lack of minutes of trustee meetings and 
the laxity of employer trustees. 

Certain provisions in some welfare 
plans as well as the conduct of some 

(CONTINUED ON PAGE 22) 


Detroiters Point to 
Phillips as NALU 
Trustee Material 


Detroit Assn. of Life Uunderwriters 
is pushing the candidacy of its current 
president, Harry N. Phillips, Sun Life 
of Canada, for an NALU trustee post. 

During his 28 years of association 
membership, Mr. Phillips has been 
especially active in educational activi- 
ties. He was the first LUTC chairman 
at Detroit, serving in that post for two 
years. He now is chairman of the 
state LUTC. 

Mr. Phillips’ bid has been filed with 
the NALU nominating committee. 

Now regional group manager at De- 
troit, Mr. Phillips has been with Sun 
Life for 30 years. He earlier served as 
a district group manager and special 
pension representative. His present of- 
fice has led all U. S. group units of Sun 
a number of times. He is noted as a 
speaker before association groups and 
has lectured at Wayne, Ohio State, 
Michigan State and Miami universities. 
He is active in community work and 
also is co-author of the book “How to 
Sell Payroll Deduction”. 





South Cal. Caravan Stops 

The southern California caravan of 
Life Underwriters Assn. of Los An- 
geles met with local associations of 
Pasadena and San Gabriel, at Pasa- 
dena; and of Glendale and San Fer- 
nando Valley, at Glendale. Meetings 
will be held at Santa Barbara April 
16, Long Beach April 23 and Santa 
Ana May 21. 

The meetings will be conducted by 
two teams headed by Richard Van 
Cleve, Massachusetts Mutual, and Leo 
R. Marsh, Prudential. 
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RESOURCES LIABILITIES 
Gaal Scccevsdavinns 1.7% $ 1,609,493.56 Reserve on Policies ....... $81,268,718.00 
BONDS: Reserve on Pending Claims 190,957.00 
U. S. Government. 31.9% 30,062,531.92 
Canadian Present Value of Claims 

Government 1.0% 947,647.00 Payable in Installments.. 1,020,965.00 
State and 

Municipal ..... 9% 819,520.00 Dividends Left to “ 
Pe an 2.7% 2,570,702.00 Accumulate ............ 160,875.70 
Public Utility dese ae 8% 14,865,984.00 Premiums, Interest—Paid 
Industrial and in Advance ............. 630,832.52 

Miscellaneous .. 2.7% 2,548,159.00 
STOCKS: Accrued Taxes ............ 315,379.28 
Preferred ........ 4% 395,164.81 pn IE 
Han et esc anten ws 2% 143,070.50 Amounts Held in Escrow  1,311,604.64 
First Mortgage Real 

Estate Loans ... 34.1% 32,085,548.45 Capital Stock .$2,000,000.00 
Home and Branch 

Offices ......... A% 369,671.54 Surplus ....... 4,686,221.27 
Policy Loans, Notes 

& Liens eeeeceee 4.7% 4,406,595.96 Interest Fluctuation 
Premiums Due and Reserve .... 2,500,000.00 

Deferred ...... 2.8% 2,614,000.23 
Accrued Interest and Surplus for Protection of 

Other Assets ... .7% 647,464.44 Policy-holders .......... 9,186,221.27 
TOTAL ......... 100.0% $94,085,553.41 OPW AE es ib vdsieccnccusues $94,085,553.41 

INSURANCE IN FORCE, Dec. 31, 1953........ $712,813,006.00 
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Prospective Recruit 
Should Do Most of 
Talking in Interview 


NEW ORLEANS—Give the prospec- 
tive agent a chance to talk and thus 
disclose whether he has enough brains, 
courage, and the right kind of interest 
pattern to make him a good bet as an 
agent, advised Francis L. Merritt, di- 
rector of training Mutual Benefit Life, 
at the meeting of the NALU General 
Agents & Managers Conference here. 

Too often the manager or general 
agent may be talking 25 minutes of the 
30 minutes he is conferring with a 
prospective recruit, said Mr. Merritt. 
As a result, the man being interviewed 
may know a great deal about the in- 
terviewer but the latter hasn’t given 
himself a chance to draw out the man 
he is talking to. People don’t usually 
mind talking about themselves and us- 
ually it isn’t necessary for the general 
agent to do more than guide the con- 
versation. 

In this way he can find out whether 
the man thinks alertly, whether he 
has leadership qualities, and whether 
his interests are such that he 
is likely to be successful in work that 
involves dealing with people. It is a 
matter of subtle probing. 

One advantage of this probing sys- 
tem is that the interview can be short- 
ened if it quickly becomes apparent 
that the man lacks the desired quali- 
ties. 

“Has he been a competitive type?” 
is a question that Mr. Merritt said 
the manager should try to find the 
answer to in interviewing. 

“If there is no evidence of his being 
competitive in the past, our risk is 
very great indeed,” said Mr. Merritt. 
“This is why we must examine the 
detailed activity in each past position 
held. Superficial titles are not enough. 
Just what did he do? Was his work of 
a reasonably persuasive nature? Was 
he dealing directly with the public? 

“Can you afford the luxury of train- 
ing the man with a completely unde- 
veloped leadership mind? If we are 
smart, we will look for the man who 
has already had liberal avocational or 
vocational leadership development for 
dealing with people.” 

Mr. Merritt warned that otherwise 
excellent men may have such strong 
competing interests as to make them 
a poor bet as agents. 

Mr. Merritt stressed the need of con- 
sidering all a man’s qualities in de- 
ciding whether to hire him, for it is 
quite a temptation to base a decision 
on one or a few factors and ignore 
others that may be vital. 


D. D. Edmunds 
Proposed as 
NALU Trustee 


D. D. Edmunds of Birmingham, Eq- 
uitable Society Alabama manager, has 
been proposed to the nominating com- 
mittee of National Assn. of Llife Un- 
derwriters as a candidate for trustee. 

Mr. Edmunds is a past president of 
the Winston-Salem and the North Car- 
olina State association. He has been 
with Equitable for about 20 years ex- 
cept for service in the armed forces 
in the second world war. He was a 
candidate for NALU trustee in 1948. 

Active in CLU affairs, Mr. Edmunds 
is serving as a regional vice-president 
of the American Society of CLU. 
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NALU Move Poses 
Problem for LUTC; 
Leave N. Y. or Not? 


NEW ORLEANS—The decision of 
the National Assn. of Life Underwrit- 
ers trustees to locate the NALU head- 
quarters building in the Chicago area 
poses a decision for the Life Under- 
writers Training Council board of di- 
rectors to make. They had earlier in- 
dicated they would like to have LUTC 
continue to share quarters with NALU, 
as it does now and that if the head- 
quarters were to continue in the New 
York City area LUTC was for sticking 
with NALU. However, it was made 
clear that if NALU were to locate out- 
side the New York City area LUTC 
would have to decide whether to move 
out of the New York area or stay there 
on its own. 





SS Hearings Start April 1 

WASHINGTON—Hearings will be- 
gin April 1 before the ways and means 
committee on House bill 71-99, the 
social security measure. 


Cleeton Named to 
Succeed Ries Until 
NALU Elections 


Charles E. Cleeton, Occidental of 
California, Los Angeles, past president 
of National Assn. of Life Underwriters, 
has been named by the board of trus- 
tees to serve on the board until the 
annual election next September. He 
fills the post vacated by the recent 
death of Howard C. Ries, Equitable 
Society, Everett, Wash. Mr. Cleeton is 
chairman of the location committee of 
NALU that has had responsibility for 
seeking a new headquarters site for 
the national association. 





Baltimore-D. C. Directory on Sale 
The Baltimore-Washington Insur- 
ance Telephone Directory, with 
names, addresses and_ telephone 
numbers of persons and companies 
in the insurance industry of Balti- 
more and Washington, is now off the 
press. Copies may be obtained for $1 
each from the National Underwrit- 
er Co., 420 E. 4th St., Cincinnati, 
2 O. 











his first calls. 


agency offices. 


or competitor. 


BANKERS 








“T think that new man misunderstood when we told him 
he’d have to do a lot of prospecting!” 


Bankers/ifemen Know Prospecting 


Of course we are only kidding in the picture because every 
Bankerslifeman knows about prospecting before he goes on 


The suggestion in the picture that there is gold in good pros- 
pecting is not far wrong. Bankerslifemen are taught money- 
making prospecting methods from their first days in their 


Knowing how to prospect effectively is just one of the char- 
acteristics that make the typical Bankerslifeman the kind of 
life underwriter you like to know as a friend, fellow worker 
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IN OHIO SUITE 
at NALU midyear 
meeting at New 
Orleans: W. 
Thomas Craig, 
general agent Aet- 
na Life Los Ange- 
les; Mrs. Laura 
Benham, Pruden- 
tial, Niagara Falls, 
N. Ys; NALU 
Trustee Elsie 
Doyle, and Judd C. 


Benson, both of 
Union _ Central, 
Cincinnati. 











Parkinson Goes With 
United of Illinois 
as President's Aide 


Nellis P. Parkinson, Illinois director 
of insurance from 1944 to 1949, has 
joined the home 
office of United 
of Chicago as as- 
sistant to Presi- 
dent J. R. Hogan, 
and his work will 
be chiefly in rela- 
tion to advertising, 
policy forms and 
public relations. 

After 17 years 
as an agent at De- 
catur, IIl., for Mu- 
tual Benefit Life, 
Mr. Parkinson in 
1941 joined the Illinois department, 
serving as assistant director, chief de- 
putyv and director. 

He served on the National Assn. of 
Insurance Commissioners’ A&H, life 
and executive committees, and in 1947 
was its secretary. 

Mere recently Mr. Parkinson was 
with Illinois Bankers Life as vice-pres- 
ident and secretary, and, when IIli- 
nois Bankers was reinsured by Central 
Standard, he served with the latter. 





N. P. Parkinson 





All American Casualty 
Flects Ballard President 


E. E. Ballard has been elected pres- 
ident of All American Casualty of Chi- 
cago. to succeed the late M. A. Kern. 
Mr. Ballard has been executive vice- 
president and agency director for two 
years. 

More than 20 years ago the new 
president entered insurance as a sales- 
man with Mr. Kern, then president of 
Mutual Casualtv of Chicago. Later, 
when the company reinsured Peoria 
Life. the name was changed to Alli- 
ance Life and Mr. Ballard became 
home office supervisor in charge of 
agency development. He went with 
Jefferson National Life in 1938 as 
vice-president and agency director, 
reioining Mr. Kern in 1952. 

The company writes income disabil- 
ity exclusively. 





Names Thomas, Trees in S.F. 


Earnest E. Thomas and George L. 
Trees have been named assistant gen- 
eral agents of the V. G. Benedict & 
Associates agency of Lincoln National 
Life at San Francisco. 

Mr. Thomas joined the company in 
1941 at San Francisco and since 1942 
has been supervisor of the Benedict 
agency. Mr. Trees has been in insur- 
ance since 1953 and with the agency 
since the first of the year. 


Agents Forum Hears 
Talks by Managers 


NEW ORLEANS—The agents forum, 
a feature of National Assn. of Life 
Underwriters meetings that has been 
confined to agent participation, got 
several managers and general agents 
on its program at this year’s midyear 
meeting of NALU. 

William H. Pryor, Connecticut Mu- 
tual, Milwaukee, is chairman, having 
been named following the recent death 
of Howard C. Ries, Equitable Society, 
Everett, Wash. 

Speakers included Robert L. Walk- 
er, manager Penisular Life, Orlando, 
NALU vice-president; William D. Da- 
vidson, associate manager Equitable 
Society, Chicago, NALU trustee; Rob- 
ert R. Reno, Jr., agent of Equitable 
Society, Chicago; Oren D. Pritchard, 
manager Union Central, Indianapolis; 
Stanley C. Collins, agent of Metropoli- 
tan Life, Buffalo, NALU secretary, and 
President Robert C. Gilmore, Jr., of 
NALU. 

Mr. Walker talked on the power of 
life underwriter associations in im- 
proving ethics and competitive prac- 
tices. Mr. Davidson recommended the 
setting up of “councils of field under- 
writers”, or in smaller associations the 
appointment of agents’ committees. Mr. 
Reno talked “off the record” on the 
proposed government employes group 
plan. Mr. Pritchard urged unselfish 
devotion to the cause of better service 
to the public and the life insurance 
business as “the solution to all our 
problems.” 

Mr. Collins talked on the expense 
limitation sections of the New York 
law and said the changes made last 
year and the amendments awaiting ac- 
tion by the governor would not make 
the changes in agents’ compensation 
that many people seemed to think, al- 
though in the last year 37 of the almost 
70 companies domiciled or licensed in 
New York liberalized their agents’ 
compensation contracts. 

Mr. Gilmore expressed gratification 
at Mr. Pryor’s willingness to serve as 
chairman of the agents’ committee and 
said there are hundreds of outstanding 
agents who make more money than 
some home office executives and “all 
we need to do is to convince such peo- 
ple that they can make even more 
money and at the same time serve the 
business to a greater extent by serving 
this association.” 





e Louis H. Lenzer, formerly manager 
for Security Standard Life at Wichita 
Falls, Tex., has been advanced to agen- 
cy director at the home office in Dal- 
las. 
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Blanchard Offers 1] Goals for A&H 
to Aim at in its Development 


Saying that he hoped that “they will enforcement of the contract. This im- 


not arouse principally thoughts of why 
nothing can be done,” Ralph H. Blanc- 
hard, professor of insurance at Co- 
ljumbia University, offered the LIAMA 
A&H conference at Chicago 11 sugges- 
tions the attainment of which he feels 
to be highly desirable: 

1. Elimination of uneconomical 
coverage of small losses. What is un- 
economical depends on persons and 
circumstances. A variety of deductibles 
should be available. Perhaps no loss 
under $25 should be covered. 

9. Education of insured to think in 
terms of applying available premium 
money efficiently in protecting them- 
selves against serious rather than 
easily bearable losses. Too often de- 
ductibles are presented as a means of 
reducing premiums. They might better 
be offered as a way of buying more 
coverage for the same premium. 

3. Education of agents as advisers 
as well as salesmen, as service men 
helping the insured to get the most, 
not in immediate return but in protec- 
tion, for his premium. 

4. Reduction of expense ratios. Ac- 
complishing the first three suggestions 
in any degree would help. Direct 
action in “rationalizing” commissions 
to agents might diminish the total re- 
ward for mere salesmanship and in- 
crease the reward for service, even 
though commissions as percentage of 
premiums were reduced. 

5. Extension of coverage to the broad 
mass of the public in amounts that 
meet their needs. The greatest weak- 
ness of private enterprise in compari- 
son with governmental action is the 
inability of the former to reach as 
wide a group and to enforce minimum 
provision for need. Meeting the ad- 
mitted problem not merely by reaching 
numbers but by covering over-all need 
is the best argument against govern- 
mental action. 

6. Application of the indemnity 
principle. Compensating the insured 
for genuine loss is the basic purpose 
of insurance. Promises to pay specified 
sums on proof of specified facts of 
physical condition or of undergoing 
specified procedures is something of a 
perversion of that purpose. 

7. Elimination of speculative provi- 
sions. Giving a prize settlement to 
the insured who was injured by the 
collapse of the outer walls of a build- 
ing if he was therein at the time of 
the collapse carries its own comment. 

8. Elimination of exclusions. 
Whether exclusions are accomplished 
by listing as such or by an incomplete 
list of covered causes of disability, 
they represent a failure of coverage 
and a potent source of misunderstand- 
ing. With the range of disability as a 
cause, the all-risk contract is the ideal 
contract. 

9. Use of common understandable 
language both in contracts and in 
dealing with insured. In other fields 
marked advances have been made in 
Tewording contracts so that their in- 
tent is clearly understandable by an 
Insured not versed in the language of 
insurance. 

10. Settlement of claims as a service 
to the insured rather than as mere 





plies employment of high-grade men 
instructed to make every reasonable 
effort to satisfy the claimant without 
being lavish or condoning fraud or 
gross exaggeration of claims. 

11. Give the insured continuous 
coverage. Non-cancellable guaranteed- 








ee 


One pay you looked up . . . and there stood your baby girl, 
straight and serious-faced, in a uniform. And suddenly you 
realized that she wasn’t your baby girl any more... that 
you hadn’t played horsie for her in a long time... and you 
couldn’t remember when you last carried her up the 


wooden hill to bed. 


“I’m a Brownie Scout, Daddy !” she said. “See my pin, and 
look, this shows I belong to Troop 16, and I made a promise 
to love God and my Country and to help others, and we’re 
going to take hikes, and today Miss Alby showed us how 

to make things with clay, and when I’m ten I’ll get to be a 


real Girl Scout, and, and, and...” 


When she had finally run out of breath you smiled, perhaps 
too indulgently, made an appropriate remark, and went 


back to reading your paper. 


But that evening you noticed Mother had help carrying the 
dishes out to the kitchen. And Saturday morning 


St: eau tae 
poe ae ae 


renewable insurance accomplishes this 
end within limits. 

Predicting that his suggestions would 
probably be criticized as impossible, 
impractical, and academic, Mr. Blanc- 
hard said he would be the last to say 
they could be adopted in toto, now or 
ever. 

“I offer them as guides, as indications 
of what, in my opinion, the business 
should work toward,” he said. “They 
are intended to lead a few to consider, 
first, to what extent they are worthy 
as ends, and second, to the extent that 


they are good, how the business may 
advance toward those ends.” 





Schedule L. A. Seminar 


Los Angeles CLU chapter, in cooper- 
ation with University of California at 
Los Angeles, is staging an estate plan- 
ners’ conference at the university April 
28. Speakers will be Lawrence 
Knecht, Powers System of Estate 
Analysis, Cleveland; Maynard Toll, Los 
Angeles attorney; R. Wendell Buttrey 
UCLA accounting lecturer, and Miles 
Flint of Citizens National Bank, Los 
Angeles. 





They made a promise... 


it was more important that a Brownie “make bouquets 
for our soldier boys who got killed.” You had a pang of 
conscience when it hit you that some of those “soldier boys” 
were your own buddies from B Company. And you 
helped with the flowers, too. 


And so Girl Scouting had begun to work its own particular 


wonders in your home, as it has in so many others. 

You watched its quiet influence through the years. And 
your respect for it grew. And more than once you gave a 
mental “thanks” to the tireless people who make such 

an organization live. 


Today in our country there are over a million and a half 


a certain young lady made her bed without 


weekend, you were informed that 


being told. And when you’d planned going 
up to the mountains over Memorial ” en 


girls in Scouting. That’s a good thing to know. A good 
thing to think about when you get to wondering about 

the future. A million and a half little girls, keeping a sober 
promise to love God and their Country and to help other 
people, can make a big difference in where we go from here. 


, MUTUAL LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
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Economist Sees Life Agents in Clover but 
Elbowed by Mutual Funds, Stock Market 


NEW YORK—Competition from mu- 
tual funds and the stock market seems 
like a more troublesome longe-range 
matter for life insurance agents to con- 
tend with than any likelihood of serious 
economic recession as a deterrent to 
buying, Herman Krooss, associate pro- 
fessor of economics at New York Uni- 
versity, indicated in his talk at the New 
York City Life Supervisors Assn. 
meeting. 

Mr. Krooss, a former New York City 
agent of Penn Mutual Life, predicted 
that the New York Stock Exchange’s 
new installment selling program would 
provide some extremely heavy com- 
petition for money that would other- 
wise go into life insurance. In the 
absence of a severe and prolonged 
recession, the stock market will come 
to be regarded by more and more 
people as being a safe channel of in- 
vestment and along with mutual fund 
shares, stocks will be a big factor in 
absorbing excess disposable income. 

Mr. Krooss predicted that there will 
be no further successful efforts to re- 
distribute wealth as has been done over 
the last 20 years, although labor will 
doubtless hold the gains it has made. 
He called this a good thing, as there is 
a need for large-scale consumption to 
keep the economy going. All this is 
good for life insurance because the 
more stable the economy the more the 
agents can count on getting their share 
of the business. 

* e e 

Mr. Krooss predicted that much life 
insurance will be sold but selling will 
become more difficult because of the 
relatively low rate of return on life 
insurance as an investment and the 
increased competition from mutual 
funds and the stock market. He opined 
that a great deal more term insurance 
would be sold, with a decrease in en- 
dowments and other high premium 
forms. 

Mr. Krooss expressed little confi- 
dence in the bootstrap theory of stay- 
ing out of depressions. He said the 
country either goes into a recession or 
doesn’t and how fast it comes out 
depends on the volume of spending. 

Mr. Krooss said at present dispos- 
able income is going down and natu- 
rally that has an effect on how much 
life insurance is sold. He predicted 
that by the fall of this year “if every- 
thing goes right’’ the tide should have 
turned and disposable income will 
trend upward again. 

As for the effect on life insurance 
sales, he said that according to the 
rules of the game, savings are more 
“volatile” than disposable income, that 
is, in a period of rising business ac- 
tivity savings go up faster than spend- 
ing but when business activity falls 
off savings decline more rapidly than 
spending. 

However, life insurance doesn’t fol- 
low the pattern of other savings in 
this respect. It rises as rapidly as 
disposable income but it doesn’t go 
down as fast. Mr. Krooss said it was 
probably because during a recession 
life insurance agents tend to knock 
themselves out more than they do in 
more prosperous times and if this is 
true life insurance sales in 1954 should 
run about the same as in 1953. Group 
insurance, however, conforms more 
closely to the behavior of other forms 


of savings and will probably be off 
more sharply for the year. 

Discussing the long-range trends af- 
fecting life insurance sales, Mr. Krooss 
predicted continued inflationary price 
levels resulting in an average increase 
of about 2% a year, with no significant 
downward fluctuations along the line. 
He looks for cheap money to continue 
because no political administration 
would have the courage to follow a 
hard-money policy. Federal spending 
will continuously decline as a _ per- 
centage of gross national product and 
maybe at times absolutely as well, 
except for a possible war period. 

However, state and local spending 
will go up and go up rapidly, so that 
the tax picture will be changed. The 
federal tax trend should be downward. 
He recalled that in the 1920s there were 
five substantial income tax cuts. He 
looks for cuts in the 1950s and 1960s 
that will keep the disposable income 
high and life insurance should con- 
tinue to absorb increasingly heavy 
amounts of savings. 





Judge Says Non-Medical 


Forms Lead to Falsifying 


TOLEDO, O.—U. S. district court 
here recently voided a $5,000 life 
policy taken out by a Van Wert, O., 
man, who died in June, 1953, because 
of a misrepresentation on the applica- 
tion for the insurance, but Judge Kloeb 
said he believed it wrong for an insur- 
ance company to invite applicants to 
falsify in selling them insurance with- 
out a physical examination. Benefici- 
aries then are forced to go to court, 
only to have the policy canceled, and 
are the ones who suffer, he added. 

Judge Kloeb said he regretfully had 
to rule Ohio’s insurance laws were 
violated by the applicant, the late Ed- 
ward L. Conrad, when he applied for 
the insurance to Massachusetts Mutual. 

Mr. Conrad said he had never had 
heart trouble and that the army re- 
jected him for World War II service 
only because of several minor depen- 
dents. However, selective service rec- 
ords show Mr. Conrad in 1941 had 
signed a form seeking exemption from 
service on grounds that he had a 
rheumatic heart, and that later exam- 
ination showed his heart was enlarged. 

Judge Kloeb said there was no ques- 
tion but that Mr. Conrad knew of the 
prior heart ailment when he applied 
for the insurance in 1952 and that the 
company would not have issued the 
policy had it been aware of the ail- 
ment. 





List Ohio Parley Speakers 


“Basic Management Techniques” will 
be the theme of the annual agency 
management conference to be held at 
Columbus April 23 under the sponsor- 
ship of Ohio Assn. of Life Underwriters 
and Ohio State University. 

Speakers will include Paul L. Nor- 
ton, vice-president of New York Life; 
Eber M. Spence, vice-president of 
American United Life; Harold A. Gor- 
don, Fidelity Mutual, Cincinnati; Rich- 
ard I. Gross, Prudential, Columbus; 
Larry D. Boord, Ohio National, Dayton; 
James J. Hubbard, research associate, 
Mutual Life; John K. Luther, field su- 
pervisor, Aetna Life; H. H. Maynard, 
Ohio State University; Victor K. Miller, 
Connecticut Mutual, Columbus; Paul 
S. Mills, Great-West, Columbus, and 
William B. Hoyer, John Hancock, Co- 
lumbus. 





e E. B. Simmerman has been named 
assistant to the vice-presiderf and sec- 
retary of Texas Prudential. 
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PROVIDENT 
MUTUAL persist- 
ency awards for 
1953 were present- 
ed to these genera] 
agents: From left, 
Donald L. Barnes, 
Duluth; Lucien 4, 
Hauslein; _Phila- 
delphia; John ¢, 
Vance, New Cas. 
tle, Pa.; Franklin 
M. Nice, Reading; 
and J. Henry 
Hooper, Balti- 
more-Washington. 








Indianapolis Lite Has 
Policy, Rate Changes 


Two new policies, liberalizations in 
policy provisions and reductions in 
certain rates are contained in a new 
Indianapolis Life rate book. 

One new policy is the “Preferred 
Life Paid-up at 85’, available to selec- 
ted risks in amounts of $10,000 and 
above. It is a whole life plan with pre- 
miums payable to age 85. The other 
new plan, the “Five Year Renewable 
and Convertible Term Policy,” has lib- 
eral renewal and conversion privileges 
making it flexible and suitable to cer- 
tain types of business insurance. It is 
also issued in minimum amounts of 
$10,000, is renewable to age 65 and 
convertible prior to age 63. 

Juvenile policies issued at ages un- 
der six months will provide full death 
benefits from date of issue. 

Occupational ratings have been re- 
duced and many cases where a rating 
was formerly required will now be 
considered standard. Premiums for the 
various substandard rate classifications 
have been revised, being reduced in 
most cases. 

Rates for waiver of premium disabil- 
ity have been substantially reduced, 
and coverage for women will now be 
on the same basis as for men, terminat- 
ing at age 60. Disability premium rates 
for women are 150% of male rates. 

Double Indemnity coverage on the 
new basis will terminate at age 65 in- 
stead of 60. 

Disability and double indemnity 
riders have been revised to provide 
full aviation coverage under the dis- 
ability rider and liberalized aviation 
coverage under the double indemnity 
rider. These provisions are retroactive 
to outstanding policies. 

The family protection provision has 
been made more flexible, with the 
amount of income being selected in 
each case. The maximum amount of 
monthly income will be $20 per $1000 
of basic policy. 

Premium rates for family protection 
provision, family income provision and 
mortgage cancellation provision have 
been reduced. 





Mrs. Boaz to Retire from 
Cal. Department Post 


Mrs. Elva Boaz, chief clerk in the 
Los Angeles office of the California de- 
partment, will retire March 31 after 
more than 30 years of service. Mrs. Bo- 
az started with the Los Angeles office 
when it was opened in 1922. Victor 
Montgomery, president of Pacific Em- 
ployers, then was in charge. She has 
since served under 11 commissioners. 

The only clerical employe of the of- 
fice originally, the staff now has ex- 
panded to more than 75. In addition 
to being chief clerk, Mrs. Boaz is head 
of the Los Angeles licensing division. 
She will be honored at a reception 
March 30 and all of the commissioners 
under whom she served have been in- 
vited to attend. 


Hear Berg, Pritchard 
at Indianapolis Meet 


Improved recruiting, more men and 
more desirable men available, was 
forecast for the year ahead by Arnold 
Berg, agency vice-president of Indi- 
anapolis Life, speaking before the In- 
dianapolis General Agents & Managers 
Assn. March meeting. 

“The present economic readjustment 
not only means that some good men 
will actually be out of jobs but also 
that many more will be vocationally 
disturbed about the future in their 
present lines,” he declared. “For in- 
stance, in our own recruiting, we are 
already noticing more and more men 
from heavy industry and electrical ap- 
pliances, as two examples.” 


Mr. Berg reminded his audience that 
during the 1930’s, men were more in- 
terested in the long-term, career as- 
pects of a job than in the size of the 
immediate income. “As we get a 
shakedown of the quick-money jobs 
and lines, you will find good men be- 
coming concerned about career op- 
portunities,” he said. 

Members at the meeting were urged 
by Oren Pritchard, manager of Union 
Central Life, chairman of the state 
law & legislation and a member of the 
federal law committees of National 
Assn. of Life Underwriters to contact 
their congressmen at once urging pas- 
sage of the new tax bill as reported 
out by the ways & means committee. 
“The bill contains 17 items directly 
affecting life insurance,” Mr. Pritchard 
reported. “Of these, 14 are highly fa- 
vorable, and the 3 unfavorable ones 
are not drastic.” 

Mr. Pritchard reported that he was 
told in a conference with Rep. Charles 
Halleck, House majority leader, that 
if the attempt to increase personal ex- 
emptions were successful when the 
bill came on the floor, the administra- 
tion might have to abandon the whole 
thing. In view of the favorable treat- 
ment of life insurance in the bill, Mr. 
Pritchard urged that congressmen be 
notified of support of the measure “as 
is.” 


NAIC Credit Insurance 


Committee To Meet April 26 


The credit life and credit A&H sub- 
committee of National Assn. of Insur- 
ance Commissioners will meet at Chi- 
cago April 26-28, holding open sessions 
for two days, the first on reserves and 
the second on rules and regulations 
governing sales. W. J. Davey of the 
Indiana department will be chairman 
the first day and Commissioner Sulli- 
van of Kansas will be in charge the 
second day. On April 28 there will be 
an executive session. 





e Southwest American Life of Houston 
has added as directors Frank H. Mon- 
roe, a nine-year insurance veteran, and 
T. Max Davis, formerly Houston gen- 
eral agent for Ohio National Life un 

joining Southwest American last June. 
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Provident Mutual 
Agency Heads 
Meet in Florida 


The plaque for 1953 production lead- 
ership, won by the Philadelphia agen- 
cy, was awarded to Knox Turnbull, 
general agent, at the Provident Mutual 
general agents and managers associa- 
tion meeting in Hollywood, Fla. Mr. 
Turnbull is also general agent at Char- 
lottesville, Va. Recipients of other 
plaques for high production were John 
N. Savage of Dallas, Henry G. Barn- 
hurst of Syracuse, Clifford M. Beery of 
Denver, and Manager Richard L. Ben- 
son of New Brunswick, N. J. 

Persistency plaques were received 
by J. Henry Hooper of Baltimore- 
Washington, Franklin M. Nice of Read- 
ing, Lucien A. Hauslein of Philadel- 
phia, John C. Vance of New Castle, Pa., 
and Donald L. Barnes of Duluth. Agen- 
cy building awards went to Roland D. 
Benscoter of Detroit, Mr. Savage, C. 
Gordon Ferguson of Cleveland, Man- 
ager Edward R. Devereux of Boston, 
and Manager Ernest A. Farrington of 
Haddonfield, N. J. 

Mr. Hooper, president of the associa- 
tion, opened the business session, fol- 
lowed by James H. Cowles, vice-pres- 
ident and manager of agencies, who 
talked on Provident Mutual’s philoso- 
phy of growth. 

Mr. Savage presided over a panel on 
agency building. Members included 
Mr. Barnhurst, Mr. Benscoter, Clinton 
Campbell, Jr., Knoxville, John H. Frye, 
Jr., Portland, Me., and Lawrence T. 
Wade of Iowa City. On the agency- 
building second panel, moderated by 
Mr. Ferguson, were Lawrence C. Cas- 
sidy, Louisville, Gerald W. Page, Los 
Angeles, Charles S. Peck of Allentown, 
Pa., and Paul W. Schenck, Jr., Greens- 
boro, N. C. 

A panel on A&H was conducted by 
Lewis C. Sprague, New York City, 
with members including W. Henry 
Blohm of Cincinnati, Mr. Devereux, 
Charles H. Everett, Atlanta, William T. 
Moffly, Jr., Chicago, and Mr. Vance. 

Mark M. Moore, Jr., of Minneapolis 
ran a panel on getting the new agent 
into production. He was assisted by 
Mr. Beery, Lowell W. Davis, Hartford, 
W. Lawrence Rotz, Decatur, Ill., and 
William B. Stormfeltz, Wilmington, 
Del. A final panel on supervision of 
supervisors was conducted by Mr. 
Turnbull, assisted by Messrs. Hooper, 
Savage and Sprague. 

President Thomas A. Bradshaw and 
Vice-president Cowles of Provident 
Mutual spoke briefly at the final ses- 
sion, at which new officers of the as- 
sociation were elected. They are Mr. 
Barnhurst, president, Mr. Turnbull, 
vice-president, and Mr. Beery, secre- 
tary. New members of the council are 
Messrs. Ferguson and Schenck. 


A&H Assn. Hears Osler 


Passage of the administration’s 
health reinsurance bill will mean so- 
cialized medicine in 25 years or sooner, 
R. W. Osler, vice-president Rough 
Notes Co., charged before the annual 
convention of the Louisville A&H Assn. 

“The administration says the prob- 
lem is extending health insurance cov- 
erages to groups to whom it is not now 
readily available—meaning the margi- 
nal income, over-age, and uninsurable 
groups,” he said. “If true reinsurance 
would solve this problem, it would 
have been solved years ago because 





adequate, worldwide reinsurance facil- 
ities exist for any insurable risk. But 
nothing can cover an uninsurable risk, 
except a subsidy, and that is all the 
bill amounts to.” 

Mr. Osler urged the agents present 
to oppose the reinsurance bill in every 











TRapt wank 





INTERNATIONAL BUSINESS MACHINES 
590 Madison Avenue, New York 22, N. Y. 


way possible and, especially, to point 
out to contacts in the medical profes- 
sion the socialization danger to them 
in the scheme. 





e Prudence Life of Chicago has been 
licensed in Tennessee. 


New Booklet on Heart Research 

A booklet on the work of Life Insur- 
ance Medical Research Fund has been 
published by the Institute of Life In- 
surance. It gives a review of the prog- 
ress that is being made in heart re- 
search. 


AN . 
EXCITING 
NEW 
CHAPTER 
IN 
INSURANCE 


ACCOUNTING 








Here is a machine that solves some of the toughest time 
and cost problems faced in insurance accounting—the 


IBM ‘650”—revolutionary new magnetic drum machine. 


For example: In dividend computations, the “650” takes 
into consideration the plan of insurance, the age of the 
policyholder, and the year the policy was issued. At the same 
time it also designates how the dividend is to be allocated— 
whether for cash refund, reduction of premium, 
accumulation of interest, or for the purchase of paid-up 
insurance—ALL IN ONE AUTOMATIC OPERATION! 


Write for our booklet, “Type 650—for Life Insurance 
Applications,” which describes how the 20,000 positions 
of storage and other features of this unique machine are 


insurance accounting. 


applied to several of the most costly aspects of life 
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Shanks Has Mortgage Credit Plan to Counter 
Government Intrusion in Senate Housing Bill 


A plan which would afford “a way 
for private financing institutions to 
handle the problem of mortgage credit 
unavailability in small communities 
and remote areas and for minority 
groups” was outlined by President 
Carrol M. Shanks of Prudential in tes- 
tifying before the Senate banking and 
currency committee. 

Mr. Shanks appeared before the 
committee as chairman of the joint 
committee on economic policy of 
American Life Convention and Life 
Assn. of America to discuss the admin- 
istration’s new housing bill, details of 
which prompted his own proposals. He 
submitted “for the record” his com- 
mittee’s conclusions that some of the 
bill’s provisions are sound and that 
many follow closely recommendations 
made by the life insurance business in 
its statement last summer, “National 
Policy on Housing and Mortgage Lend- 
ing—A Statement on Life Insurance 
Company Views”. 

He touched on the bill’s provisions 
which would give the President the 
power to establish flexible maximum 
interest rates on VA and FHA mort- 
gage loans, and said, “We _ believe, 
however, that in the use of these dis- 
cretionary powers the President should 
be guided by the goal of keeping VA 
and FHA mortgage term competitive 
in the market and that these powers 
should not be used as a means to em- 
ploy housing policy as a pump-primer 
for the entire economy.” 

He termed as “the most glaring de- 
fect of the propesal” its provision for 
a 40-year amortization period, and 
said, “We believe...mortgages could 
be acceptable to private financing in- 
stitutions, without appreciably raising 
the monthly carrying cost on such 
mortgages, by reducing the amortiza- 
tion period to 30 years and by tighten- 
ing the insurance provisions to guaran- 
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Step under 
my cloak 


tee the investor against loss at fore- 
closure... This exposes the investor to 
serious risk which no lender operating 
on sound lending principles would be 
able to assume.” 

Continuing, Mr. Shanks declared, 
“By the very nature of the loan, the 
default experience... would be much 
less favorable than under most other 
FHA loans, so that the investor must 
be prepared for more difficult collec- 
tion problems and a larger percentage 
of foreclosures. We believe, therefore, 
that... provisions should be included 
to limit the lender’s out-of-pocket loss- 
es at the time of foreclosure. This is a 
special loan program where the risk 
must inevitably be great, and it is 
therefore necessary to limit the losses 
of the lender... 

“It would be most helpful to include 
a provision that upon default the in- 
vestor would have the option to as- 
sign the mortgage to FHA and to re- 
ceive debentures equal to 99% of the 
unpaid balance.” 

“We do not believe,” he said, “that 
it is necessary for the government to 
embark upon the task of direct assist- 
ance to special insured or guaranteed 
mortgage programs.” He also scored 
the “assistance function” in the bill 
aimed at retarding or stopping a de- 
cline in mortgage lending and home 
building, since this would involve di- 
rect government lending, with funds 
coming directly from the Treasury. 

“This program is on the direct road 
to public control of housing and home 
financing. It goes beyond the govern- 
ment insurance and guarantee function 
and is a long step in the direction of 
comprehensive public control. We feel 
that it is incompatible with the free 
enterprise objective which has often 
been mentioned in the bill,” Mr. 
Shanks declared. 

The speaker had appeared previous- 


Mr. OSLICO Says: 













of Write 
Protection for 
/ OSLICO 
agency 
opportunities 
It’s a very real cloak of protection in the 
for both you and your policyholders! states 


Lifetime compensation, death, dis- 

ability and retirement benefits for of 
you. For your policyholders, an un- 
usually wide range of adult and 


Maryland 
and 


juvenile “‘life’’ plans. Accident and 


Health, too! 





THE Qftio Sats ure 


Columbus, Ohio 


Virginia 





FRANK L. BARNES Ist V.P. and DIRECTOR OF AGENCIES 





ATTENDING 
THE A&H spring 
meeting at Chica- 
go of LIAMA: 
Paul A. Parker, 
Old Line Life; 
Leon Tracy, Pru- 
dential, and Wal- 
ter F. Schmitz, Oc- 
cidental Life of 
California. 











ly before the House banking and cur- 
rency committee to present his joint 
group’s proposal, and at that time also 
remarked that the administration bill’s 
provisions for general liberalization of 
insured and guaranteed mortgage 
terms “raises a serious question of 
conflict with the tenets of sound fi- 
nancing”’. 

He added that the bill leans too far 
in the direction of accepting the objec- 
tive that the volume of housing starts 
must be kept going at peak level at all 
costs. Associated with Mr. Shanks on 
the ALC-LIA committee are Milford 
A. Vieser, vice-president of Mutual 
Benefit Life, and John G. Jewett, vice- 
president of Prudential. 





Life Insurers Made 
$5 Billion of New 
Capital Available 


NEW YORK—Life companies in 1953 
provided more than $5 billion of new 
capital, bringing the total of such life 
company investments to $78,201,000,- 
000, according to Institute of Life In- 
surance. 

The increase in total assets of U.S. 
life companies in 1953 was $5,167,000,- 
000. New investments made last year 
were of course substantially more than 
that. Maturities, amortizations, and re- 
placements added up to more than $8 
billion, so that the investment acqui- 
sitions of life companies for the year 
totaled $13,860,000,000. 





Annuity Payments Taxable 
to Beneficiary, Court Rules 


New Jersey supreme court has ruled 
unanimously that repayment of annu- 
ity fund contributions to the benefici- 
ary cannot be construed as proceeds 
of a life insurance policy and there- 
fore are subject to state inheritance 
taxes. 

The ruling dismissed an appeal by 
Mrs. Tacie I. Cruthers, widow of 
Thomas Cruthers of West Orange, who 
had been a participant in an executive 
retirement plan in which he and his 
company contributed toward his re- 
tirement. Massachusetts Mutual had 
the policy. 

The contract provided that upon the 
death of a participant, payments were 
to be returned to the beneficiary. A 
total of $57,000 had been paid into 
the plan by Cruthers before his death, 
and his wife, the beneficiary, claimed 
that this payment came under the 
classification of a life insurance plan. 
The court, in turning down her appeal, 
said that none of the risks involved 
were similar to those in a life policy. 


Smaller Communities 
Make Greatest Gains 
in Owning Insurance 


The greatest relative gains since the 
end of the second world war in the 
spread of life insurance ownership 
have been made in the smaller com- 
munities, according to the Institute of 
Life Insurance. 

About the same proportion of met- 
ropolitan families now own such pro- 
tection as in 1946, the figure shown in 
a 1953 sampling survey being 84%. 
Families in cities of 50,000 to 600,000 
have shown an increase from 84% 
ownership to 88%. Those in cities or 
town of 2,500 to 50,000 have held their 
ownership at the same figure, 79%. 
Those in towns under 2,500 have raised 
theirs from 69% to 76%. And those in 
open country have increased their 
ownership from 59% to 66%. 

On the score of amount of money 
put into life insurance premiums, fam- 
ilies in towns of 2,500 to 50,000 popu- 
lation showed the greatest increase in 
the proportion, putting $500 or more 
annually into such premiums. 





Group Plan for Federal 
Employes Being Weighed 


Conferences are at present under 
way in Washington between life com- 
pany representatives and government 
officials to determine mechanics of the 
administration’s proposed plan for 
group life insurance for government 
workers. 


The government has suggested a 
group plan through a pooling by 
group-writing companies of the risks 
involved, and discussions are revolving 
about the idea of insuring each worker 
for an amount equal to one year’s sal- 
ary. The government would pay a por- 
tion of the premium and the employe 
an amount equivalent to 25¢ per $1,000 
of insurance on each bi-weekly payday. 

Coverage would be provided for 
more than 2% million and would be 
the largest single group life plan in the 
industry. 





Fete Healea on Retirement 


George T. Healea was honored with 
a testimonial dinner given by Midland 
Mutual Life’s loan correspondents at 
Columbus, O. Until his retirement at 
the year-end, Mr. Healea had headed 
the company’s mortgage loan depart- 
ment for 25 years. 

The dinner was attended by 35 loan 
correspondents from 12 states an 
company officers. Mr. Healea, who 
along with Mrs. Healea soon will leave 
for a Florida vacation, received a com- 
bination television, radio and record 
player. 
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Chicago A&H Rally 


of LIAMA Eventful; 
Shaffer Is Chairman 


Harry J. Shaffer, Lincoln National, 
was elected chairman of LIAMA’s A&H 
committee at that 
group’s annual 
meeting at Chica- 
go. He succeeds E. 
J. Faulkner, 
Woodmen Central. 

Newly named to 
the committee 
were Harland L. 
Knight, Paul Re- 
vere Life; William 
E. Wright, Pioneer 
Mutual, and Rob- 
ert A. Parish, Con- 
necticut General 





Harry J. Shaffer 


Life. 

On turning over the reins to Mr. 
Shaffer, Mr. Faulkner was presented 
with a symbolic gavel by another past 
chairman, Frank Vesser of General 
American Life. Entering the business 
in 1927 as an agent, Mr. Shaffer sub- 
sequently became director of agencies 
for Paul Revere Life before going with 
Lincoln National, which he now serves 
as 2nd vice-president. 

William H. Whorf, senior consultant 
of LIAMA, explained how the associ- 
ation’s research report of A&H per- 
sistency covering 1949-1951, can serve 
as a guide toward improving persis- 
tency ratios. Thirty-one companies 
contributed to the study, which was 
issued in 1953. It is divided into com- 
pilations of sales to male adults, fe- 
male adults and juveniles. 


He said a good life insurance per- 
sistency does not guarantee a good 
A&H persistency. Two large areas for 
improvement of A&H persistency are 
(1) in training agents and (2) in mer- 
chandising. 

Train agents, he suggested, to sell 
policies to meet needs; to service pol- 
icyowners; to sell A&H along with 
life insurance, because A&H has a bet- 
ter persistency when sold with life 
than when sold alone; to upgrade pros- 
pects, as, for example, business insur- 
ance; to use better sales techniques, 
such as programming. Merchandising, 
he said, includes helping policyowners 
take care of annual premium payments 
on a budget plan of monthly payments, 
to prevent over-due premiums, and 
selling more monthly premium busi- 
ness (in sales of commercial type pol- 
icies, monthly business is second only 
to annual business in persistency in all 
income groups). 

“Make A&H insurance easier to sell, 
easier to buy. Then you make it easier 
to hang onto—and that is persistency,” 
he concluded. 

Frank Vesser, General American 
Life, reported what his company has 
been doing in recruiting career minded 
young men to sell life and A&H 
through a complete and well organized 
franchise plan. 

A detailed brochure describes the 
plan which is called a “lifetime secur- 
ity franchise” and which is “for those 
who possess the ability, energy and de- 
termination to succeed.” 

“We don’t talk to a young man,” he 
said, “unless he is willing to take the 
time to go over this entire brochure 
with us. It takes two hours. We read 
one paragraph aloud, he reads the 
next, and so on until the whole bro- 
chure is read.” 

The brochure tells in everyday 


language and as completely as possible 
what the young man can expect as a 
full-time agent under the plan. It il- 
lustrates with individual cases what 
agents earn in the A&H. It includes an 
explanation of the entire training pro- 
cedure and answers practically all 
questions the career agent wants to 
know about the company, its products, 
and his future with it. 

“We pass on to our general agents 
the thought that they must have know- 
ledge and with knowledge they must 
have an evangalistic spirit toward 
young agents in helping them and en- 
couraging them on the road to success.” 

Leon Tracy, Prudential, discussed 
the integrating of the company’s sick- 
ness and accident program in the ordi- 
nary life department. He explained the 
first major problem to be met after 
developing the policies themselves was 
training. 

He said there is definitely a positive 
feeling that A&H has helped the over- 
all operations of the department. Suc- 
cessful A&H production helps rather 
than hinders life sales. He said it will, 
however, take some time to convince 
men with the company several years or 
longer that A&H is a much needed 
partner with life. 

By integrating A&H with life, an 
agent can convert the interview from 
a plan of life insurance to a plan of 
income protection. The needs are ex- 
actly the same—a person’s income has 
stopped and the family needs that in- 
come. 

“We are developing an A&H sales 
consultant program of working with 
the agencies and doing joint field work 
with assistant managers until they 
feel they are able to do the same thing 
for agents by going out and making 
joint sales with them. There is nothing 
that gives agents greater confidence in 
A&H.” 

The Thursday evening _ session 
opened opportunities for informal 
question-and-answer discussion. E. J. 
Faulkner presided as moderator. Pan- 
el members were Ardell T. Everett, 
Prudential; Paul A. Parker, Old Line 
Life; Harry J. Shaffer, Lincoln Na- 
tional; Walter F. Schmitz, Occidental. 
Considerable lively discussion arose 
from the floor, particularly regarding 
questions raised about public relations, 
guaranteed renewable policies and pol- 
icies renewable at the company’s op- 
tion. Other discussions in which in- 
terest was shown dealt with practices 
in allowing competition or contest cre- 
dits on a combination basis, substand- 
ard coverages, and comparisons of 
loss-of-time and _ hospital expense 
business as to sales and persistency. 





Carlson Named V.-P. 
of Universal L.&A. 


Maurice I. Carlson, has been elected 
a vice-president of Universal Life & 
Accident of Dallas. He joined the com- 
pany in 1951 as director of ordinary 
sales. He entered the life insurance 
business in 1942 and has been a per- 
sonal producer, branch manager, and 
—immediately prior to joining Uni- 
versal—assistant superintendent of 
agencies for an eastern company. He is 
a CLU. 





Heads Mutual Benefit Aces 


William T. Larsen of the Newark 
agency has been elected president of 
Mutual Benefit Life’s National As- 
sociates—the 25 top agents plus gen- 
eral agents qualifying on the basis of 
their personal production. Wiliam N. 
Thurman of Atlanta is vice-president 
and treasurer. Harold Covert, Ir., 
immediate past president, is the third 
member of the organiaztion’s executive 
committee. 


Louis Dawson Sees 
Readjustment as 
Aid to Life Sales 


The present period of economic ad- 
justment should be helpful to the sale 
of life and A&H 
insurance,  Presi- 
dent Louis W. 
Dawson of Mutual 
Life indicated at 
the company’s Top 
Club meeting at 
Boca Raton, Fla. 

Mr. Dawson 
pointed out that in 
times of. business 
readjustment peo- 
ple veer away 
from new specula- 
tive commitments 
and seek security and certainty. 

“That means life insurance and ac- 
cident and sickness coverage,” he said. 
“Business is still better than it has 
been for 90% of the time over the last 
decade; and as of today the dollar has 
been stabilized and people generally 
are less afraid of uncontrolled infla- 





Louis W. Dawson 

















THESE FACTS ARE 
IMPORTANT! 


When 1953 ended we had 
$1,013,741,546 of life insurance 
in force and $288,069,407.82 in 
assets. Since 1895 we have paid 
more than $256,026,000 in claims. 








territory in 39 states and the District of Columbia 


tion. The recent tax reduction for 1954 
and other contemplated adjustments 
should give corporations and individ- 
uals more money with which to buy 
new insurance. Liquid savings are 
high. We have seen a revolutionary 
transition of the lower income to the 
middle income group, thus increasing 
the market for life insurance. 

“I feel that the entire insurance 
business today is on the threshold of a 
new era of expansion far beyond any- 
thing we have yet seen. After many 
years of depression, war, high taxes, 
and inflation, people want stability and 
security above all else. And insurance 
is the best vehicle ever devised to give 
them the guarantees and security they 
want.” 

Mr. Dawson said the best contribu- 
tion the field force can make to con- 
tinued prosperity is “to keep our eye 
on sales volume.” He urged the group 
to aspire to higher personal production 
objectives through stepped-up desire 
and determination. 





e Miss Marie Kuppich, cashier of the 
North Dakota branch of Great-West 
Life at Fargo, has marked her 40th 
anniversary with the company. 
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Marketing A&H 
Topic of LIAMA 
Chicago Session 


The A&H meeting of LIAMA at Chi- 
cago last week wound up with a dis- 
cussion of selling and _ distributing 
ideas from the viewpoints of four 
companies, and with a wrap-up of the 


the talk of E. J. Faulkner, Woodmen 
Central, the retiring chairman. 

Speaking on the selling theme were 
Wesley J. A. Jones, Mutual of New 
York; Spencer R. Keare, Federal Life 
of Chicago; Rex H. Anderson, New 
York Life, and Elmer L. Nicholson, 
Connecticut General. 

Mr. Jones described the Mutual Life 
“pivot” system whereunder the agents 
are taught to utilize every sales inter- 
view as an opportunity to sell either 
disability income or life insurance. 


agents the compatibility of disability 
income and life coverage, putting lit- 
tle or no emphasis on hospitalization 
or accident. By repetition of this idea, 
the sales force has become enthusi- 
astic over the partnership of income 
replacement insurance and life insur- 
ance. 

Mutual figured that agents were 
passing up many bets to sell A&H. For 
example, the plan book of a life man 
might show 45 interviews in a month 
during which four sales were made. 


meeting and a look-to-the-future in 
































i 





GROWING CIRCULATION 


Every trade paper has to guard against its circulation becoming static. 
That is, there are always a certain number of subscribers who are regular 
readers, not because of any special effort on the part of the paper, but 
because they have become accustomed to reading it, just as they do their 
favorite daily newspaper. They continue as readers year after year from 
force of habit, if for no other reason. They look upon it as “their” paper. 
Such subscribers are sure and certain, but no growing paper can rest content 
with them. There must be a constant drive for new subscribers to offset the 
inevitable discontinuances that come as a result of deaths, retirements, or 
withdrawals from the business. 

In other words, there is a normal and to-be-expected mortality among 
subscribers. In order to increase its circulation, a trade paper must not only 
secure enough “replacement” subscribers to overcome the natural shrink- 
age, but it must be constantly getting additional readers as well. 

This is the program of The National Underwriter. We have 15 full 
time salaried sales representatives traveling all parts of the United States. 
In making their rounds, they obtain an impressive number of new subscrip- 
tions every month. In addition, we maintain a full-fledged and efficiently 
operated circulation department which attracts to us a constant flow of new 
subscriptions, obtained as a result of mail campaigns. These mail efforts 
are planned a year in advance, and are a dependable source of business. 

Through these two activities, we are able to increase our circulation 
year by year, but we think it is important for advertisers and prospective 
advertisers to know that we do not seek or obtain what might be termed 
forced or unnatural circulation. That is, we offer no premiums, no induce- 
ments, no “give aways,” no special or trial offers. Our subscribers are those 
who need and want the leading weekly insurance newspaper of their busi- 
ness. They are willing to and can afford to pay $7 a year for it. Incidentally, 
about 30 per cent subscribe on a three year basis of $18. They are the 
important, successful, influential people of this business. They are the group 
to whom your insurance trade paper advertisements should be directed. 


FteNATIONAL 
UNDERWRITER 


Ry Largest Circulation of Any Weekly Insurance Newspaper 
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Number twelve of a series. 


The company has emphasized to That meant 41 chances for the sale of 




















disability insurance were missed. Un- 
der the present system, if the agent 
discovers he cannot sell life insurance 
he switches his sales talk to disability. 
This takes only three or four extra 
minutes and it has the advantage of 
having the agent already in front of 
a prospect. There is no need for the 
agent to try to change his selling hab- 
its, and Mr. Jones reported that the 
sales force is highly in favor of the 
plan. 

An agent should be able to close 
from one out of five to one of 10 of 
these disability opportunities. There is 
a big chance for extra commissions. 
The plan is to have the agent give his 
life insurance presentation fully and 
try to make a sale. If that fails, he goes 
right into A&H, taking from his pocket 
a booklet and telling the prospect that 
he understands there is no chance at 
least at the present time to sell a life 
insurance policy, but he would like to 
talk to the prospect about something 
else. Then he goes into the A&H pres- 
entation. 

This plan can be switched around 
so as to begin with disability and go 
over to life, Mr. Jones explained. The 
requisites are that the salesman have 
the conception of disability income. He 
said it is dangerous to refer to the 
coverage as accident and health in- 
surance, because the prospect’s mind 
almost automatically goes to hospital- 
ization. There has to be a method of 
merchandising, and Mutual feels that 
the “pivot” system is the answer to 
that. This is followed up with some 
sales training, which Mr. Jones said 
is not much trouble for a_ versatile 
agent to handle. 

Spencer Keare said in the last two 
or three years more than 50% of the 
life sales of his company have been 
accompanied with an A&H policy. It 
took some time for Federal to decide 
fully that there should be a combina- 
tion, but now the company is writing 

(CONTINUED ON PAGE 18) 











FORREST J. CURRY, right, general 
agent of Penn Mutual at San Francisco, 
receives from President Malcolm Adam 
the president’s award, top agency hon- 
or. It was the agency’s third win in 
nine years, bringing permanent pos- 
session. Mr. Adam, who flew to San 
Francisco for the occasion, stressed the 
strength, enthusiasm and momentum of 
the Curry group, which was selected 
because of over-all excellence in re- 
cruiting, production, and organization. 
It paid for more than $30 million in 
1953, up more than $9 million. Presen- 
tation was made at a dinner attended 
by more than 200. President Adam 
also presented a diamond-center tie 
clasp to each of the 12 new members of 
the agency’s honor club. Gordon C. 
Maxson was honored as the agent con- 
tributing most to the agency and his 
associates in 1953. 
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March 26, 1954 LIFE INSURANCE EDITION ll 
Figures from Life Companies Year-End Statements Shown 
Increase Surplus to New Ins. in Increase Prem. Benefits Total 
Total in Policy Bus. Force Dec. In Ins. Income Paid Disburs. 
Assets Assets holders 1953 31, 1953 in Force* 1953 1953 1953 
$ $ $ $ $ 
Bankers Health & Life, Ga. ...... 11,809,600 885,674 2,642,092 35,371,330 81,185,840 5,695,645 3,875,719 1,241,149 4,034,149 
Meds EG, IN. Xe nk ccc sceese 12,401,840 335,234 1,396,662 2,170,649 35,873,465 1,286,187 937,635 774,642 1,040,064 . 
Connecticut Sav. Bank Life ....... 2,942,195 519,963 303,862 2,594,109 22,797,361 2,137,589 672,197 186,233 658,967 
General American Life .......... 203,840,891 8,264,310 7,743,686 217,639,879'F 1,556,268,382 174,541,850 36,397,4857 29,263,8877 37,614,385 CALIFORNIA A 
Government Employees Life ...... 1,759,370 681,388 532,366 10,356,151 35,598,117 13,112,840 755,034 57,981 162,807 = 
ED 6.0 cd ose ee ect 8 mee 3,783,343 237,611 372,543 4,103,371" 14,207,260 980,537 612,391 279,991 242,274 
Industrial Life, Can. ............ 31,044,127 4,679,099 1,895,534 67,175,971 313,950,307 42,030,339 = 9,417,417 2,809,084 6,607,997 COATES, HERFURTH & 
Mammoth L. & A., Ky. ......... 4,813,487 733,773 1,096,6 14,764,635 37,123,867 2,278,128 2,563,717 616,264 2,416,526 
Metropolitan Mutuai Assur., ll. ... 7,372,707 ——‘1,040,868 1,752.2 26,985,439 73,423,070 5,229,919 3.273.590 510,449 3.232410 ENGLAND 
Mutual Savings Life, Ala. ........ 7,111,450 1,025,483 2,236, 64,954,465 94,519,419 12,517,280 3,136,919 664,860 3,088,565 
Piedmont Life, Ga. ............. 818,075 154,787 6,68: 5,904,437 13,800,755 2,866,628 522,962 64,240 547,645 CONSULTING ACTUARIES 
Protective Life, Ala. ............ 55,363,135 4,932,780 4,440,161 72,190,233 531,770,417 57,963,213 4,132,153 7,621,287 10,539,440 
SEINE 6 6 5 occ pacids noe nanans 10,944,480,590 725,075,929  98,272,878§ 5,624,316,975 43,184,711,750 4,075,357,877 1,471,580,500 796,533,016 1,181,255,153 San Francisco Denver Los Angeles 
Security L. & A., Colo 32,100,298 3,218,486 3,081,076 68,479,487 279,885,129 50,064,488 8,432,043 3,863,490 7,166,621 
State Farm Life, Il. 75,984,479 12,860,869 12,159,424 187,599,041 715,258,071 143,957,572 18,447,099 3,526,681 12,743,262 
Wime, Tex. .......0. 493,342 — 100,460 352,180 4,493,518 14,185,137 — 2,581,024 — 166,480 42,395 126,899 
Western Life, Mont. ... «.. 59,452,067 5,847,620 5,185,205 37,970,916 260,405,881 22,077,091 8,725,601 3,137,276 10,190,970 GA. VA. -N.Y. 
Western National Life, Tex. ...... 2,019,588 652,168 883,554 46,869,244 37,236,351 2,957,824 1,653,512 329,499 1,350,601 
Western & Southern Life ......... 556,161,536 48,667,887 49,009,192 299,717,757 2,693,504,976 174,124,970 83,557,632 30,701,892 54,910,570 
*New business figures include the following amounts of revivals and increases for 1953 and 1952, respectively: 1, $106,576,035, $81,762,286; *, $1,026,288, $719,260; BOWLES, ANDREWS & 
3, $42,254,658, $42,402,074. : TOWNE 
;Total paid to policyholders includes only dividends allocated to group life insurance and group A&H policies issued after January 1946 (the company became fully mu- 
tualized on April 15 1946); all group policies issued prior to Jan. 15, 1946 were issued on the non-participating basis and have been and are administered with the allowance Consulting Actuaries 
of experience rating credit premium refunds as earned. These refunds amounted to $2,857,847 in 1953. As these items are considered, the premium income becomes $39,255,- . 
332 and the total paid to policyholders in 1953 becomes $32,121,734. §Not including statutory contingency reserve of $484,614,351. Emplovee Benefit Plans 
Atlanta « Richmond « New Yorh 
M M Wi information, the inspector must be giv- M : 
Agency en ust in en clues and caiae of special pt ore on P lans for B 1g ILLINOIS 
s oa . . ad 
Friends on Wide Front _‘o be watched in making the report, Hemisphere Conference 
r. Cassidy said, but he must not D€ wore than 300 insurance executives 


It is important for the agency officer 
to win friends in many quarters—in 
his department, in the home office, in 
the field, in the industry and in the 
policyholder family, said John D. 
Brundage, assistant to the president of 
Bankers National Life, in his talk at 
the Agency Management (formerly 
small companies’ conference at Chi- 
cago. 

As examples, he told what Bankers 
National does: semiannual agency de- 
partment activitly and field personnel 
review; a committee to carry on a con- 
tinuing informal review of forms and 
procedures to improve agent and poli- 
cyholder relations; a senior and junior 
management council; a weekly agents’ 
bulletin and a monthly magazine sent 
to the home; monthly meetings for the 
home office employes’ association; a 
working system to keep agents in- 
formed on the progress of cases and 
reasons for delays; a booklet about the 
company for visitors; a weekly com- 
pany newspaper. 

As part of the company’s objective of 
becoming known as “an easy company 
to do business with” in relations with 
agents and policyholders, Mr. Brun- 
dage cited its policyholders’ service 
bureau, its suggestion system for em- 
ployes, prompt correction of trouble 
when it arises, daily review of sub- 
mitted cases. He discussed personnel 
problems, what to do about agency de- 
partment overloads and frictions, and 
inter-department squabbles. 

More often than not, there is an op- 
portunity to give praise and Mr. Brun- 
dage called praise, sincerely given, 
“the most efficient tool in the box.” He 
Suggested daily application review for 
spot praise; encouragement of birthday 
lunches by the president; encourage- 
ment of birthday cards from agent to 
policyholders; wedding anniversary 
flowers to wives of general agents and 
a millionaires’ dinner. 


N. J. A&H Assn. Hears 
Cassidy on Report Value 


Guest speaker at the March meeting 
of New Jersey A&H Assn. was William 
W. Cassidy, Newark assistant manager 
of Retail Credit Co., who spoke on the 
importance of reports in the A&H in- 
dustry. He emphasized that not only 
the companies but the producers bene- 
fit by accurate and disinterested re- 
ports, inasmuch as they lead to sound 
and profitable production for both par- 
ties. The reporting company also bene- 
fits in direct relationship to the prog- 
ress of these parties. 

To uncover up-to-date and pertinent 





furnished with too much file informa- 
tion. Rather, the findings of his in- 
vestigation should be checked against 
detailed filed information after the 
field work is done. The best informa- 
tion seems to be developed through the 
subject’s business connections and 
neighborhood informants must _ be 
closely evaluated to avoid prejudiced 
reports. With the moral hazard being 
of equal or greater importance to 
physical status, the speaker felt that 
reports are a “must” to successful un- 
derwriting. 


Great-West Holds 
Chicago Regional 


Great-West Life held one of a series 
of five regional conferences for field 
men at Chicago this week. D. E. Kil- 
gour, assistant general manager and 
director of agencies, presided over the 
meeting for all U. S. agents east of the 
Rockies. 

Among the principal topics discussed 
were A&H, programming and direct 
mail. H. W. Manning, vice-president 
and managing director, opened the 
meeting, and others from the head of- 
fice who participated were J. B. Net- 
telfield and E. A. Palk, superintendents 
of agencies, and J. C. Davey, agency 
assistant. 


Record LOMA Registration 


A record total of 311 life companies 
in the United States and Canada have 
enrolled 7,309 employes in the LOMA 
institute examinations for 1954. This 
compares with 273 company partici- 
pants and 5,880 students in the 1953 
courses, and represents an increase of 
28%. A total of 13,260 examinations 
are being given this year as compared 
with 10,369 last year. 

Examinations will be held the week 
of May 5 and 550 centers are being 
established to conduct them in the 
U. S., Canada, Hawaii, the Philippines 
and Ceylon. Grading will be done the 
last week of May. Whereas in the past 
as many as 50% of starting students 
dropped out, many study classes are 
able to enroll their entire starting 
group in the examinations, Frank L. 
Rowland, managing director, said. 








Great Southwest Promotions 

Great Southwest Life of Dallas has 
advanced Leonard M. Cowley to di- 
rector of investments, Robert Appel- 
quist to assistant secretary, and Jack 
M. Bearsch to assistant treasurer. 

Mr. Cowley is an independent real 
estate counsellor at Dallas. Mr. Appel- 
quist, chief underwriter for Great 
Southwest for about a year, has 12 
years’ insurance experience. Mr. 
Bearsch has been office manager 
since joining the company last Sept- 
ember. 


from Latin America, Canada and the 
U. S. are expected to attend the 5th 
hemispheric insurance conference in 
Rio de Janiero Aug. 19-28. Life, fire, 
casualty, marine, fidelity and surety, 
and general subjects including govern- 
ment operations in the insurance busi- 
ness will be discussed. 

The U. S. will provide the cochair- 
man for the life insurance discussion 
group, and members of the U. S. dele- 
gation will present technical papers in 
each of the discussion groups. 

A series of papers dealing with dif- 
ferent phases of insurance education 
in the U. S. is being prepared under 
direction of Arthur C. Goerlich, dean 
of Insurance Society of New York. 

Approximately 50 senior insurance 
company executives expect to attend 
the conference as members of the U. S. 
delegation, which will be headed by 
John A. Diemand, president of North 
America and chairman of U. S. Cham- 
ber of Commerce’s hemispheric insur- 
ance conference committee. 

Most of the U. S. delegation will 
leave New York for Rio by Pan Amer- 
ican Airways Aug. 18. Mr. Diemand 
and a group of other executives will 
leave New York on SS Uruguay, Aug. 
5. On the return trip, the Uruguay will 
leave Rio Aug. 31, arriving in New 
York Sept. 14. 

During the conference, James S. 
Kemper, head of the Kemper insurance 
group, ambassador to Brazil, will en- 
tertain delegates at a reception at the 
embassy residence. Mr. Kemper was 
the principal organizer of the first con- 
ference in 1945. 


Show Selling Aids at S. F. 


Modern recruiting methods stressing 
life insurance selling as a _ career 
through audio-visual films were fea- 
tured at the second of six regional 
meetings being conducted by Pacific 
Mutual Life for general agents 
throughout the country. 

Conducting the San Francisco con- 
ference, for general agents in northern 
California, Oregon, Washington and 
Utah, were Fred S. Sibley, agency 
vice-president; Fran Bowen, supervisor 
of agencies; R. E. Daisey, manager of 
advanced agency training; A. F. Gard- 
ner, manager, basic training, and J. 
Swanstrom and E. R. Smith, super- 
visors of agency training. 

Besides illustrating selling as a ca- 
reer, the films include graphic pictures 
demonstrating the procedure of busi- 
ness insurance sales and training. The 
company is making available to all 
agents visual sales kits and units which 
will enable them to make similar dem- 
onstrations, by film or recordings in 
the prospect’s office. 








CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 














Harry S. Tressel & Associates 


Certified Public Accountants 
and Actuaries 
10 S. La Salle St., Chicago 3, Illinois 
Telephone FRankiin 2-4020 
Marry S. Tressel, M.A.1.A. 
M. Wolfman, F.S.A. Wa. M. Gillette, ¢.P.4. 
M. A. Mescevitch, A.S.A. W. P. Melly 
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CHASE CONOVER & CO. 
Consulting Actuaries 
and Certified Public Accountants 
M. F. BRENNAN, M.C.A. 
A. $. BOYD, JR. — KENNETH CAMDEN, C.P.A. 
Telephene FRanklin 2-3863 
135 S. La Selle St. Chicage 3, ii. 


INDIANA & NEBRASKA 
Haight. Davis & Haight. Inc. 


Consulting Actuaries 


ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 




















MISSOURI 


NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 
NEW YORK 


























Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran @ Linder 


116 John Street, New York, N. Y, 











OKLAHOMA 


W. J. BARR 











Consulting Actua 
HOME STATE LIFE B ING 
OKLAHOMA CITY, OKLA. 

















PENNSYLVANIA 


FRANK M. SPEAKMAN 


CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 
PHILADELPHIA 
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List Considerations 
Before Opening 
New Territories 


Problems in “opening new territory” 
were discussed by 15 agency officers 
during a panel on that subject at LIA- 
MA’s agency management conference 
in Chicago. Leader was Harry S. Mc- 
Conachie, American National Life. 

Mr. McConachie posed five ques- 
tions: “(1) How do I decide the size 
of community in which we will estab- 
lish agencies? How do I decide what 
market we can best reach? (2) Cana 
seasoned manager or general agent be 
successfully transplanted from one ter- 
ritory to another? (3) Can I success- 
fully take an agent from another com- 
pany and make him a manager in the 
new territory? Can I recruit success- 
fully from other lines of management 
and place the man in the new terri- 
tory? (4) How long should the man- 
ager “major” in personal production 
before he starts agency building? (5) 
What costs must I consider in under- 
taking new territorial development?” 

Discussing question one were Sam E. 
Miles, Provident L. & A.; Kenneth D. 
Hamer, Pan-American Life, and James 
E. Scholefield, North American L. & C. 
Mr. Miles indicated his company “had 
not had to go out to seek men.” He 
said about 75% of its agencies had 
been established “as the result of one 
of our general agents selling someone 





In 1950 there were thirteen agents who qualified 
for Great Southern’s Leaders’ Legion by placing 
over five hundred thousand dollars of life insur- 


ance. 


In 1953 there were sixty-three agents in the Lead- 
ers’ Legion, thirteen of whom achieved the goal of A 
qualifying for the 1954 Million Dollar Round Table. ‘4 


And in 1953 the average placement for Great 
Southern agents was over four hundred twenty 


thousand dollars. 


Great Southern’s Liberal Commission Schedule, 
its complete line of policy contracts, its non- 
contributory agents’ benefit plan, its program of 
continuous training, and all the many other sales 
aids have resulted in a high morale among Great 
Southern agents. These benefits have continually 
led to higher sales per agent paralleling the growth 
of the company itself,,a company that proudly 
serves a great people in a great section of our 


country. 


GREAT SOUTHERN 


Lite Insurance Company 
Founded 1909 


43/0 Dunlavy + 








Great Southern’s Agents’ Success Parallels 
Great Southern’s Growth 


Houston 6, Texas 


on coming with the company.” He 
spoke of “many indirect agency build- 
ing benefits” derived from the accident 
side of the business. 

Mr. Hamer emphasized his com- 
pany’s policy of “concentration within 
a state.” He said the objective is usual- 
ly to build a group of agencies within 
a state and this enables the company 
“to concentrate its advertising, promo- 
tion and all management effort.” Pan- 
American’s agency building program 
in Kansas, where the state has been di- 
vided into five so-called trade areas, 
calls for one agency in each of these 
strategic areas. 

Mr. Scholefield, asked why his com- 
pany expanded north over the border 
to Winnipeg, explained that city actu- 
ally is closer to the Minneapolis home 
office than either Milwaukee or Chi- 
cago. The company believed it had a 
big market “right on the back doorstep 
and this proved to be the case.” 

Speaking on question two were Jo- 
seph Dickman, Provident Life of North 
Dakota, Clyde J. Summerhays Benefi- 
cial Life, and R. H. Threlfall, Western 
States Life. 

Mr. Summerhays suggested four 
conditions the agency officer should 
consider before trying to “transplant a 
man.” (1) Has the man been success- 
ful where he is now? (2) If the man 
himself proposes the move, find out 
what his real reasons are. (3) Con- 
sider the cost involved. (4) Get the re- 
actions of members of the man’s fam- 
ily. 

























Mr. Threlfall said the agency officer 
“should be sure on all counts before 
moving a man.” 

He suggested brokerage experience 
was valuable to a man entering a new 
territory. Mr. Dickman listed several 
examples of men who had been “trans- 
planted successfully” within his own 
company. 

Discussing question three were 
Doyle Zaring, Indianapolis Life, and 
Charles C. Robinson, Columbian Na- 
tional. Both agreed that under proper 
conditions an agent from another com- 
pany can be successful as manager in 
a new territory, but they did not think 
it advisable to take a manager from 
another line of business and place him 
in life insurance management in a 
new territory. 

Question four was handled by Max 
V. Goken, Lafayette Life; Lee Can- 
non, Western Life, and Charles H. 
Heyl, Bankers Life of Nebraska. 

Mr. Goken said his company’s prob- 
lem “was to keep its managers from 
hiring men too early.” He said the 
policy was to have the “debit balance 
reduced from about 50% to 25% be- 
fore hiring any men.” Mr. Heyl said 
the Bankers Life policy was “to build 
right from the start.” He pointed out 
that generally a personal producer has 
trouble supporting the overhead of an 
agency and “so we look for and sup- 
port the kind of fellow who can devel- 
op an agency.” 

The fifth question was discussed by 
James W. McClellan, Norwich Union 
Life of Toronto; Clarence J. Skelton, 
Republic National Life; Norman T. 
Carson, Security Mutual of Bingham- 
ton, and E. A. Frerichs, Security Mu- 
tual of Nebraska. 


Stating that his company began in 
Canada in 1947, Mr. McClellan de- 
scribed the policy as one “concentra- 
ting everything on new manpower.” 
He said his philosophy in opening new 
territory was to start his man with an 
office comparable with other company 
offices in that area. His feeling was 
that the manager should not be re- 
quired to be a personal producer. 

Mr. Skelton said the cost of super- 
vision in a new territory was import- 
ant and he explained that his company 
“sets a plan for this to extend over a 
certain period.” He listed four other 
points at which Republic National con- 
siders the cost of opening new terri- 
tory: ““We check on what the competi- 
tion is doing in that area; we deter- 
mine if our type of financing will meet 
the conditions of that area; we deter- 
mine how well we are known and 
whether we have any old business 
there; and we consider the expense of 
putting our company name before the 
local public.” 

“To do the very best with what we 
have and not try to compete with 
others who may be more affluent,” 
was the principle expressed by Mr. 
Carson. He said Security Mutual lo- 
cates all its agencies within easy phys- 
ical reach of the home office,” and that 
this policy pays off in “making the 
agent feel he belongs.” He said ex- 
penses are kept down since all agencies 
are close and can be contacted fre- 
quently by home office people. 

Mr. Frerichs said his company feels 
“at least $5,000 must be invested dur- 
ing the first year to move a man into 
a new territory.” 


e The Klein agency of Home Life of 
New York at Chicago held its annual 
conference, with John Walsh, vice- 
president, and Francis H. Low, assist- 
ant to the president, representing the 
home office as speakers. 


Convention Dates 





es 


April 1-2, National Assn. of Insurance Com. 
missioners, Zone 5, Fantenelle hotel, Omaha, 

April 5, NAIC life blank subcommittee, Hote] 
Commodore, New York City. 

April 5, NAIC uniform accounting subcom. 
mittee, Hotel Commodore, New York City, 

April 5-7, NAIC blanks committee, Hotel Com. 
modore, New York City. 

April 21-23, Life Insurers Conference, annua] 
Boca Raton Club, Boca Raton, Fla. . 

April 23, Agency Management 
Ohio State University. 

April 26-28, LIAMA, Combination Companies 
Conference, Homestead hotel, Hot Springs, 


Conference, 


Va. 

April 26-28, Home Office Life Underwriters 
Assn., annual, Statler hotel, New York City, 

April 29-30, Society of Actuaries, eastern spring 
meeting. Hotel Chalfonte-Haddon Hall, At- 
lantie Citv. 

April 30-May 1, New England management 
conference, Swampscott, Mass. 

April 30-May i. Kansas State Assn. of Life 
Underwriters. annual. Salina. 

May 3-5, Insurance Accounting & Statistica) 
Assn., Baker hotel, Dallas. 

May 3-6, H. & A.* Underwriters Conference, 
annual. Hotel Roosevelt. New Orleans. 

May 6, Colorado management conference, Den- 


ver. 

May 6-7, NAIC zone 2, Dupont hotel, Wilming- 
ton, Del. 

May 17-8, Pacific northwest area conference, 
Portland, Ore. 

May 10-12, 1954 Agency Officers Round Table 
Williamsburg Inn, Va. 

May 13, Florida managers conference, Miami 
Beach. 

May 13-14, New York State Assn. of Life Un- 
derwriters, annual, Rochester. 

May 17-18, Assn. of Life Insurance Counsel, 
et hotel, White Sulphur Springs, 
WwW 


. Va. 
May 19, Southern California area conference, 
Pasedana. 

May 19-21, North Carolina Assn. of Insurance 
Agents, annual, Carolina hotel, Pinehurst. 
May 21-22, Illinois Assn. of Life Underwriters, 

annual, Decatur. 
May 25-28, Canadian Life Insurance Officers 
Assn., annual, Seigniory Club, Montebello, 


P.Q. 

May 27-28, Kentucky Assn. of Life Under- 
writers, annual, Brown hotel, Louisville. 
May 27-28, Pennsylvania Assn. of Life Un- 

derwriters, annual, Bradford. 

June 2, Fraternal Actusri*! Assn.. spring meet- 
ing, Edgewater Beach Hotel, Chicago. 

June 3-4, Society of Actuaries, western spring 
meeting. Edgewater Beach hotel, Chicago. 

June 5, NAIC zone 4, Sheraton-Cadillac hotel, 
Detroit. 

June 7-11, National Assn. of Insurance Com- 
missioners, annual, Sheraton-Cadillac hotel, 
Detroit. 

June 11-12, Eastern General Agents and Man- 
ager Conference, Bedford Springs, Pa. 
June 14-25. American Life Convention, life 
officers investment seminar. Beloit College, 

Beloit. Wis 

Jime 15-18. Million Dollar Round Table. annual, 
Hotel del Coronado, Coronado, Cal. 

June 17-19, California Assn. of Life Under- 
Underwriters, annual, Berkeley. 
June 17-19. ALC medical section, 

Grand hotel. Mackinac Island. 

June 24-26, Texas Assn. of Life Underwriters, 
Austin. 

June 24-26, Texas Assn. of General Agents & 
Managers Conference, Austin. 

Aug. 11-14, Federation of Insurance Counsel, 
Schroeder hotel, Milwaukee. 

Sept. 13-15, International Claim Assn., annual, 
Wentworth-By-The-Sea, Portsmouth, N. H. 

Sept. 13-15. Bureau of A&H Underwriters, 
=. Broadmoor hotel, Colorado Springs, 
olo. 

Sept. 20-24, National Assn. of Life Underwrit- 
ers, annual, Boston. 

Sept. 27-29, Life Advertisers Assn., Sheraton- 
Gibson hotel, Cincinnati. 

Sept. 27-29, Life Office Management Assn. 
annual, Shoreham hotel, Washington, D.C. 

Oct. 5-8, ALC. annual, Edgewater Beach hotel, 
Chicnan 

Sept. 29-30, Michigan Life Agency Manage- 
ment Conference, Michigan State College. 

Oct. 13-15. Assn. of bife Insurance Medical 
Directors, annual, Roval York hotel, Toronto. 

Oct. 21-22, LIAMA Atlantic alumni conference, 
Rye, N. Y. 

Oct. 20-22, Society of Actuaries, Hotel Staf- 
ford, Boston. 

Oct. 21-23, Mid-West Management Conference, 
French Lick Springs hotel, French Lick, It 
Oct. 28, Northern California agency building 

conference, Berkeley. 

Nov. 8-12. LTAMA. annual. Edgewater Beach 
hotel. Chicago. 

Nov. 15-16, H & 
underwriters forum 
Orlear 

Nov. 17-19, Institute of Home Office Under- 
writers, annual, Roosevelt hotel, New Or- 


annual, 


A Underwriters Conference, 
Hotel Roosevelt. New 


leans. 


Nov. 29-Dec. 3, National Assn. of Insurance | 


Commissioners, midwinter, Hotel Commo- 
dore, New York City. 

Dec. 7-8, Life Insurance Assn., annual, Wal- 
dorf-Astoria hotel, New York City. 

Dec. 9, Institute of Life Insurance, annual, 
Waldorf-Astoria hotel, New York City. 


—_— 
— 


e Ervin F. Rucklos, president of Ruck- 
los Calcium Carbonate Co., Lincolf, 
Neb., has been elected to the board 
of Woodmen Central Life. 
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Lite, AGH Cover 
Real Partners, 
Huebner Tells Meet 


Characterizing A&H insurance and 
life insurance as teammates for the 
great majority of American families, 
Dr. S. S. Huebner told the Western 
New York A & H Assn. at its an- 
naul sales congress in Buffalo that it 
provided a very important form of 
“‘pusiness interruption” insurance 
which idemnifies against the tempo- 
rary loss of earning power. ; 

By and large, both kinds of insur- 
ance deal directly with the protection 
of the dollar value of the human life, 
Dr. Huebner said. It seems quite logi- 
cal, economically speaking, for life in- 
surance companies to undertake the 
writing of A&H insurance in addition 
to their regular life insurance con- 
tracts. 

Dr. Huebner, president emeritus of 
American College of Life Underwrit- 
ers, referred to the three types of eco- 
nomic death—physical death, retire- 
ment death, and “the living death” 
(disability), and said that accident and 
health insurance should be regarded 
as an annuity. The purpose of total 
and permanent disability insurance is 
to furnish a regular life annuity of a 
stated amount to the victim of the liv- 
death Huebner declared, just as life 
insurance is designed to give a regular 
life annuity to the victim of compul- 
sory retirement. 


Expressing the belief that people 
should be educated to take care of their 
own minor expenses of hospitalization 
instead of “hanging perpetually on the 
fringe of almost immediate financial 
exhaustion when disability strikes,” 
Dr. Huebner said the real mission of 
insurance should be “the indemnifica- 
tion of losses that amount to some- 
thing—that really hurt financially— 
rather than the payment of small loss- 
es of a trivial character.” The empha- 
sis should be toward a larger indem- 
nity to meet real disability income loss 
situations, rather than the payment of 
numerous tiny losses relating to only 
short periods of disability. 

To change the general mental atti- 
tude will require much educational ef- 
fort. But the time has come to con- 
vince people to take a friendly view 
toward the use of a generous deduct- 
ible in order to get, at a fair price, the 
mental security associated with a larg- 
er indemnity, spread over a longer pe- 
riod of disability, Dr.Huebner said. 

In describing life insurance and A&H 
insurance as being very similar in their 
fundamental mission, he said A & H 
protection serves as property insur- 
ance in the same way that life 
insurance does. The total 1952 cost of 
accidents alone exceeded $3 billion. 
He also pointed out that at age 30, the 
chance of long term disability (lasting 
three months or longer) is 2.7 times 
as great as the chance of dying, and at 
age 40 it is 2.3 times as great. 

“With such a decided possibility of 
disability loss during the working pe- 
riod of life, we may well ask if there 
are many American families who 
should gamble with the heavy chance 
of disability, and who can afford to by- 
pass accident and health insurance?” 
Dr. Huebner queried. 

Three principal recommendations 
offered to the business by the speaker 
are: that the companies develop an 
“ounce of prevention” conservation 
Service to keep people healthy, even 
though the public may require a lot 
of education to accept its value; pro- 


fessional underwriting standards be 
adopted in the business similar to those 
in life insurance underwriting sym- 
bolized by the CLU movement, that a 
program of general education should 
be conducted to convince the nation 
of the importance of A & H insurance. 

Under the latter, Dr. Huebner said: 
“A great opportunity and a duty lie 
before the accident and health insur- 
ance industry to indoctrinate the mil- 
lions of laymen to a proper apprecia- 
tion of the beneficent service of acci- 
dent and health insurance to the fam- 
ily business and to the vocational busi- 
ness through the nation’s educational 
system on both the collegiate and the 
high school levels.” 





New Newsletter Spots 
Added Tax Advantage 
for Life Insurance 


Business Reports, Inc., of Roslyn, 
N. Y., has brought out a semi-monthly 
newsletter, Investment Planning. A 
special four-page memorandum on an 
important and timely subject will ac- 
company each issue. The memo accom- 
panying the first issue deals with the 
problem of financing retirement. The 
Investment Planning report itself men- 
tions advantages in the shift of capital 
into life insurance. 

“Single premium, five-pay or 10-pay 
life policies show important advantages 
to high bracket men,” the newsletter 
points out. “At 35 you can buy $100,000 
of death proceeds for $60,000. At 65 
you have a guaranteed cash value of 
close to $80,000. More than that, tax- 
free dividends will have cut your $60,- 
000 cost in half. That adds up to a 
$50,000 capital gain virtually guaran- 
teed if you wait 30 years—and $100,- 
000 death protection all the way. 

“Now, the 1954 revenue act promises 
to allow you to take the $100,000 out 
of your estate if you give the policy 
to your wife or children. If your estate 
tax bracket is 30%, $100,000 tax-free 
is the equivalent of $143,000. Thus, 
with a single premium policy, $60,000 
at 35 can be converted into the equiva- 
lent of $143,000 without income, gift 
or estate taxes. Look for this to bring 
out renewed interest in using capital 
rather than income to buy high-pre- 
mium life insurance.” 





Reinsurance Hearing Set 


Insurance companies, prepayment 
plan organizations, Blue Cross and 
Blue Shield, and others whose repre- 
sentatives testified at the Wolverton 
committee’s A&H hearing, have been 
asked by the House interstate and 
foreign commerce committee if they 
wish to appear at a hearing, tentatively 
set for April 1, on health reinsurance 
legislation. 

The hearing will incorporate discus- 
sions of a House bill which would au- 
thorize insurance of mortgages to ob- 
tain funds for facilities for operation of 
voluntary health and medical care 
plans. First witness at the reinsurance 
hearing will be Secretary of Health, 
Education and Welfare Hobby. 

Opposition to the administration’s 
bill is expected from casualty circles, 
where the theory has originated that 
the $25 million “foundation” fund au- 
thorized in the bill to start off the re- 
insurance plan would be only a “drop 
in the bucket” to what ultimately 
would be required to run the program. 
Permanent participation by the gov- 
ernment in the A&H field is feared. 





Austin Life Promotes Neff 


Austin Life of Texas has promoted 
Jack E. Neff, Jr., from assistant sec- 
retary to agency vice-president in 
charge of field activities. He has been 
with the company four years. 


SHOW 1953 INSURANCE RESULTS 











—— 
1 

Canada Life 286,359,409: 
General American Life ................ 217,639,8792 
Prudential 5,624,316,975 
Protective Life, Ala. coca 72,190,233 
Security L. & A., Col. cscs 68,479,487 
Travelers 1,069,917,518 
State Farm Life, UW]. wn. cscs 187,599,041 





New business figures include the following 
1952, respectively: 1, $44,948,518, $43,968,502; 2, 


13 

New Bus. 1953 Inc. in 1952 Inc. in 
1952 In Force In Force 
236,120,103: 203,595,187 150,084,188 
163,587 ,327° 174,541,850 120,251,194 
4,255,910,846 4,075,357,877 2,806,681,267 
53,297,605 57,963,213 43,245,050 
69,406,926 50,064,488 39,885,794 
900,730,312 1,481,142,450 1,251,655,585 
138,358,350 143,957,572 101,423,686 


amounts of revivals and increases for 1953 and . 


$106,576,035, $81,762,286. 








Has New Houston Home Office 
Southern Republic Life of Houston 

has moved into larger quarters in the 

Southwestern building there. The bus- 


iness of Sunland Life of Phoenix is 
being merged with Southern Republic. 
Both companies are owned by Con- 
tinental Fidelity Investment Co. of 
Houston. 








C 


and careful calculation of the 





eee that through progressive thinking 


risks involved, 


Life Insurance can be made available to many people 


who were formerly considered uninsurable. 


Take for example — Multiple Sclerosis. We believe 


that in certain cases people with this impairment are 


insurable. This belief is backed up by contracts that 


have been placed and are still in force. 


We invite your inquiry. 


BRANCH OFFICES IN THE FOLLOWIN 
Baltimore Detroit 
Chicago Hartford 
Cincinnati Honolulu 
Cleveland Lansing 


G CITIES: 
Los Angeles Portland 
Newark Saginaw 
Philadelphia San Francisco 
Pittsburgh Seattle 


Licensed in Dist. of Columbia, Arizona, Delaware, Idaho, Minnesota and Virginia. 


YOUR OWN COMPANY FIRST 


THEN 


THE 


MANUFA 
INSURANCE LI 





CTURERS 
FE COMPANY 
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JEFFERSON NATI 





COMPLETE 
Or 


Agency Franchises Available 
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Small Policy Is a Dying Breed 


As the life companies make public 
the details of their 1953 operations, it 
is seen that the size of the average 
policy was larger last year than ever 
before. Many of the smaller and medi- 
um size companies show records of an 
average policy of from $3,500 to $4,200. 
Even 10 to 15 years ago such figures 
would have been regarded as almost 
fantastically high. 

There has been a steady increase in 
the size of the average policy issued by 
practically all companies. If present 
conditions continue, it will become 
even larger. It is almost futile for the 
average family man t6 buy a $1,000 or 
$2,000 policy today. Life underwriters 
who are programming intelligently 


usually find that the average prospect 
is under-insured by at least $10,000 to 
$15,000 or more. There is no question 
of a $1,000 or $2,000 shortage. 

As wages, salaries and prices have 
risen, so have life insurance needs and 
the policyholders’ or prospects’ con- 
cept of adequate life insurance cover- 
age. People talk of the dollar as being 
worth approximately 50 cents today, 
and that being the case the $2,500 
policy of 10 to 15 years ago should 
now be a $5,000 policy. From present 
indications, it will only be a few more 
years until $5,000 policies will be writ- 
ten as $1,000 and $2,000 ones were a 
decade or so ago. 


The Big Bull Market in Life Stocks 


Since 1950 the market prices of the 
stocks of practically all life companies 
have at least doubled. Several have 
trebled and quadrupled. While the 
prices of stocks cannot be taken as an 
infallible guide, it should be realized 
that when any such increase as this 
occurs the investing public is express- 
ing its confidence in and giving its 
endorsement to a very important busi- 
ness, the shares of which have been 
comparatively neglected in the past. 
The heavy and continued purchases of 
life insurance stocks at the highest 
prices in their history indicates clearly 
that thousands with investment money 
have the firm belief that the life in- 
surance business has prosperous years 
ahead of it. 

Investment houses that are specializ- 
ing in life insurance stocks and recom- 
mending them strongly to their clients 
are not merely hopeful. Instead, they 
have engaged in extensive research 
and are able to point to numerous 
reasons why the life insurance business 
as a whole is headed for continued 
prosperity. For the most part such 
analysts say that the outstanding 
growth and expansion of life insurance 
began with 1940. It is due principally 
they say to sharply increased writing 
of group life, group annuities, insured 
pension plans, business, key-man, juve- 
nile, credit, mortgage and retirement 
insurance. 

They point out that practially all of 
these coverages were not written ex- 
tensively prior to 1940. Most of their 
rise accompanied the general prosperity 
of American business. For example, 
today most corporations of any preten- 
sions are virtually obliged to carry 


group insurance and to have some form 
of retirement plan as well as hospitali- 
zation. They must buy these coverages 
because all of their competitors do, 
and desirable employes expect it and 
can get it. In fact the scarcity of first 
rate employes is responsible also for 
the widened market for business and 
key-man life insurance. 

Those who are bullish about both 
the short and long range future of 
life insurance have as their premise the 
contention that life insurance produc- 
tion is on a permanently higher level 
and that it has been brought there by 
a variety of factors. One of the most 
important of these, it is argued, is that 
the United States has had an infla- 
tionary economy, that inflation in some 
degree is going to continue, and at the 
present time no one can predict how 
soon or when the government will 
balance the budget. So long as the 
United States is operating on a deficit 
financing basis there will be inflation, 
and inflation works strongly in favor 
of life insurance. Briefly, inflation 
causes money to be worth less and to 
buy less. In reality life insurance com- 
panies are only selling money; money 
to be delivered to someone at a speci- 
fied date and with money worth less 
than it was formerly, more life in- 
surance has to be bought in order to 
increase the purchasing power. Life 
insurance programs that have not been 
reviewed and revised upward during 
the last 10 years are glaringly in- 
adequate. 

The almost startling growth in popu- 
lation has boosted life insurance sales 
noticeably. The population of the 
country is increasing at the rate of 


7,000 a day. This daily crop of babies 
produces a gratifyingly large number 
of prospects for industrial and juvenile 
insurance, but even more important 
than this fact, it causes the fathers 
to realize their additional responsibili- 
ties and to buy more ordinary life in- 
surance. The United States has never 
had such a large and continued increase 
in population and there is no present 
sign of a diminution of it. 

Agency forces are better trained and 
more thoroughly informed. The public 
attitude is more receptive to life in- 
surance. The uses for life insurance 
have multiplied. There are many more 
situations for which life insurance is 
the only satisfactory answer. There 
are now nearly 800 legal reserve life 
companies whose agency organizations 
are active in the field. 

The old conceptions of life insurance 
and its sales possibilities are gone for 
good. Today’s estimates of how much 
life insurance may be sold and to 
whom and for what purposes have to 
be based on existing conditions which 
are now seen not to be temporary but 


have an appearance of permanency, 

Investment brokers who are urging 
their clients to buy stocks of selecteq 
life insurance companies point out that 
in the history of all important busj- 
nesses there is a period during which 
each business “arrives” or comes of age 
and that it is at this point that an in. 
vestment may be made most advan. 
tageously. For illustration, it is pointed 
out that it would seem that the air. 
conditioning business is on the eve of 
an unprecedented expansion. It is not 
an entirely new business, of course, 
but its varied and multiplying uses are 
only now being realized. The same 
situation was true some years ago with 
both television and radio. 

Dealers in life insurance securities, 
particularly those who have made a 
penetrating study of them, have the 
deep-seated conviction that the present 
level of life insurance production js 
the lowest that will be seen by this 
generation and that it is not only 
optimistic but realistic to believe that 
the life insurance business as a whole 
has a steady strong growth period 
ahead of it. 








PERSONAL SIDE OF THE BUSINESS 





George B. Cook, whose advancement 
to executive vice- 
president of Bank- 
ers Life of Nebras- 
ka was reported 
last week, has been 
with the company 
since 1931. 

Mr. Cook started 
with Bankers as a 
clerk, later becom- 
ing manager of the 
bond department 
and in 1946 invest- 
ment vice-presi- 
dent. He has been 
a director since 1941 and served in the 
navy in the last war. 





George B. Cook 


Frazar B. Wilde, president of Con- 
necticut General Life, is chairman of 
the research and policy committee of 
Committee for Economic Development, 
which has issued a statement of “De- 
fense Against Recession: Policy for 
Greater Economic Stability”. Leroy A. 
Lincoln, chairman of Metropolitan, is 
a member of the committee. 


Reinhard A. Hohaus, vice-president 
and chief actuary of Metropolitan, has 
been named by Governor Dewey as 
head of New York state’s reorganized 
commission on pensions. Superintend- 
ent Bohlinger and Robert McAllister 
Lloyd, president and chairman of 
Teachers Insurance & Annuity Assn. 
and College Retirement Equities Fund, 
are among members of the commission, 
which will have as its dual purpose 
integrating state and local retirement 


systems with social security, and re- 
ducing New York City’s pension costs. 
This is the first time the group will 
function on a year-round basis with a 
permanent staff. 


Harry E. Wuertenbaecher, general 
agent of Penn Mutual Life at St. Louis, 
has been appointed special gifts chair- 
man of the American Cancer Society’s 
drive there to raise $150,000 for can- 
cer research, education and patient 
service. 


Guilford Dudley, Jr., president of 
Life & Casualty, has been named to 
the advisory board of division of in- 
dustrial research of Vanderbilt univer- 
sity at Nashville. H. H. Corson and 
Paul M. Davis of the Davis, Bradford 
& Corson agency, also are members. 


M. B. Simms, assistant secretary and 
superintendent of agencies of Conti- 
nental Assurance, on his first visit to 
Los Angeles in 30 years was honored at 
a luncheon there by manager Walter 
E. Mast. 


Miss Catherine Nachel, assistant sec- 
retary of H&A Underwriters Confer- 
ence, is in South Shore hospital, Chi- 
cago, for a major operation. She is 
expected to be off the job for about 
six weeks. 


Theo. P. Beasley, president of Re- 
public National Life, has been elected 
to the board of trustees of Texas Chris- 
tian University. 


C. Bayne Marbury, treasurer of Aca- 
cia Mutual, has been elected a director 
of National Metropolitan Bank. 
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DEATHS 


JOHN T. ACREE, Sr., executive 
vice-president and a director of Lin- 
coln Income Life, died at his home in 
Louisville. He was 83. Mr. Acree start- 
ed his insurance career 50 years ago 
with Metropolitan Life. He was one of 
the founders of Lincoln Life & Acci- 
dent of Oklahoma, which consolidated 
with Income Life of Louisville in 1936. 
Two sons are with Lincoln Income. 
John T. Acree, Jr., is president, and 
George F. Acree is director of adver- 
tising and public relations. 


OLIVER R. DOBBS, Jr., 46, district 
manager for Life of Georgia at Val- 
dosta, Ga., since 1944, died. He joined 
the Athens, Ga., agency in 1927 and 
had been manager at Nashville, Meri- 
dian, Miss., and Albany, Ga. 


MARK V. KUHN, 58, associate gen- 
eral agent for National Life of Ver- 
mont at Long Beach, Cal., died at his 
home from a heart attack. He started 
in the business in 1933. 


WILLIAM A. YOUNG, 42, district 
manager at Toledo for Connecticut 
General Life, and with the firm for 18 
years, died of a heart ailment. 


MRS. DOROTHY SWARZMAN, wife 
of R. I. Swarzman, assistant manager 
of Equitable Society at Des Moines, Ia., 
died of a heart attack. 


JOHN F. STONE, 81, the first gen- 
eral agent of Equitable Life of Iowa at 
Columbus, O., serving from 1907 until 
he retired in 1927, died. 


MONROE D. GEORGES, 46, district 
manager of Monumental Life at 
Youngstown, O., died. 











Joe Hunt Has Backing 
for Okla. Commissioner 


One of the candidate possibilities for 
Oklahoma insurance commissioner at 
the November election is Joe B. Hunt, 
assistant actuary of the state insurance 
board. 

Mr. Hunt has not announced any 
intention to run but there have been 
several “Joe B. Hunt for Insurance 
Commissioner” ciubs formed in Okla- 
homa City. Mr. Hunt has to adhere to 


ce 
Imagine me becoming 


a BIG Insurance Man in my Community 


in such a short time!” 


_ Wrote a General Agent 


an administrative order of Governor 
Murray, which holds that any state 
employe actively engaging in a politi- 
cal activities or making a race for of- 
fice must first resign his position. 

Mr. Hunt has been on the board 
since 1942 and has served as a rate 
man and for six years has been assis- 
tant actuary. Before that he was with 
Western Reserve Life, a Texas com- 
pany. 


Chelgren, Reichel Named 
by North American L. & C. 


North American L. & C. has promot- 
ed Paul Chelgren from 2nd vice-pres- 
ident and assistant director of agencies 
to 2nd vice-president and superinten- 
dent of agencies. Eugene L. Reichel has 
been appointed assistant director of 
agencies. 

Mr. Chelgren joined the company in 








Paul Chelgren Eugene L. Reichel 


1951 after nine years as general agent 
for Mutual Trust Life at Minneapolis. 
He entered insurance in 1938 with New 
York Life at Eau Claire, Wis. 

Mr. Reichel has been with Midland 
National Life of South Dakota as home 
office supervisor in charge of Minne- 
sota, Iowa, Illinois and Kansas. A navy 
air force veteran, he has been in insur- 
ance since 1946. 


New Houston A&H Officers 


New officers of Houston A&H Assn. 
are James H. Kirkpatrick, Provident 
Life, president; Herman Reeves, Amer- 
ican Capitol, 1st vice-president; John 
Brazzel, Murray Houston agency, 2nd 
vice-president, and A. J. Lucia, Lucia 
agency, secretary. 





e Jefferson Standard Life has pur- 
chased and leased back to the Betten- 
dorf grocery chain its newest store at 
St. Louis. The price is reported as 
$635,000, and the lease will run 25 
years. 


N. Y. State Assn. Asks 
Veto of Variable 
Annuity Measure 


ALBANY—The New York State 
Assn. of Life Underwriters has made 
strong representations to Governor 
Dewey urging him to veto the bill 
which is before him to permit estab- 
lishment of the Variable Annuity Corp. 
of America. 

The association said it has no objec- 
tion to the corporation or to the vari- 
able annuity principle, but opposes use 
of the word “annuity” in this connec- 
tion on the ground that it has a con- 
notation of security in the public mind 
that is not consistent with the type of 
contract to be offered by the corpora- 
tion. The plan calls for investments 
in common stocks and other equity- 
type securities. Income to the contract- 
holder would not be guaranteed, but 
would fluctuate with earnings on as- 
sets, the aim being to reflect variations 
in the dollar’s purchasing power rather 
than guaranteeing a specified number 
of dollars. 

“The use of the word ‘annuity’ has 
come to mean a definite, certain pay- 
ment, with comfort and security for 
the holders of annuities, in the eyes of 
the public,” said the New York asso- 
ciation in a memorandum to state sen- 
ators before the bill’s passage, 53-2, in 
the upper house. “There is no assur- 
ance that this new corporation will is- 
sue a certificate which will bear any 
resemblance to what the public has 
come to understand by the use of the 
word ‘annuity,’” the association added. 


The association asked that the mat- 
ter be thoroughly studied by insurance 
interests if it is to be incorporated un- 
der the provisions of some of the sec- 
tions of the insurance law, as the bill 
contemplates. The association also 
stated that “this bill should be ex- 
amined from the point of view of dis- 
crimination between this new corpor- 
ation and others now issuing annuities 
controlled by the insurance depart- 
ment and all the insurance laws.” 

The association emphasized that 
“this corporation would receive the 
benefits of four articles of the insur- 
ance law, plus some miscellaneous sec- 


tions, but it would be exempted from 
21 articles of the insurance law writ- 
ten to protect the citizens of New York 
state’’. 

Noting that the bill was not referred 
to the insurance committees of either 
the assembly or senate, but to the as- 
sembly judiciary committee and the 
senate committee on corporations, the 
association makes the point that be- 
cause the corporation would be regu- 
lated by certain provisions of the in- 
surance law it should be considered 
by the insurance committees of the leg- 
islature. 

The bill was earlier regarded as in- 
active because the state association had 
understood informally from the insur- 
ance department that the department 
would not permit the bill to become 
law. When passage of the bill appeared 
imminent in the senate, after its pas- 
sage in the assembly, the association 
sought the help of the insurance de- 
partment, but it was explained that 
neither Superintendent Bohlinger nor 
his deputies could volunteer an opin- 
ion on a bill that had been cleared by 
committees other than the insurance 
committees. However, Mr. Bohlinger 
indicated that he would give an opin- 
ion if requested and this information 
was conveyed to the senate majority 
leader, Walter Mahoney. 


W. E. Howarth Promoted 


Prudential has appointed W. Edward 
Howarth manager at Rochester, suc- 
ceeding Howard C. Batty, retiring. Mr. 
Howarth entered the business in 1940 
and in 1947 joined Prudential as head 
of the New Bedford (Providence) 
branch office. In 1950 he was trans- 
ferred to the home office and later 
promoted to senior claim consultant. 
He was named associate manager at 
Rochester last year. 


Eases War, Aviation Rules 


Occidental Life of California now 
will write world-wide aviation cover- 
ages on military and civilian risks, and 
has liberalized underwriting of military 
risks. 

Coverages ranging from $2,500 to 
$10,000 are now available, without a 
war exclusion clause, for military per- 
sonnel anticipating foreign duty, while 
limits from $5,000 to $25,000 can be 
written on the same basis for military 
risks not anticipating foreign duty. 

Similar coverages are available for 
military aviation risks with the addi- 
tion of an extra premium. 





A Wlessage to Men Who Want to be 


(AND ARE CAPABLE OF BECOMING) 


“BIG INSURANCE MEN" 


DO YOU FEEL DWARFED BY HAVING GONE AS FAR AS YOU CAN where you are? 


If your ability exceeds your present opportunity, you need not be held back. You may easily qualify 
as a General Agent for this fast-growing, well established company and become a really BIG insurance 


man in your community. 


If you feel you are properly qualified, you are invited to ‘FIND OUT”. It will pay you to learn about 
the unusual features offered: the liberal compensation, full cooperation from the home office, and the 


opportunity to GROW WITH US. 


© Phone, wire or write Robert W. Staton, Agency Director 


CENTRAL STANDARD LIFE 
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Train Agents to Be 
Salesmen or Trouble’s 
Ahead, Coffin Warns 


LOS ANGELES—The education, fi- 
nancing, and compensation of agents 
have made tre- 
mendous strides in 
the last 25 years, 
but there is a ten- 
dency on the part 
of field manage- 
ment to fail to give 
enough emphasis 
to training agents 
to be salesmen, 
Vincent B. Coffin, 
senior vice-presi- 
dent of Connecti- 
cut Mutual Life, 
told the - 
eles Managers Assn. wp 

Mr. Coffin mentioned the failure of 
the average agent today to see enough 
people, his weakness in the whole field 
of prospecting, his rather slipshod 
work habits, and particularly his ten- 
dency to substitute knowledge for 
salesmanship. The speaker made it 
clear that these criticisms don’t apply 
to all field men, citing the Million Dol. 
lar Round Table members, as a class, 
as a notable exception. But he gave 
many illustrations to show that with- 
out a sound foundation of good sales 
habits a man’s success in the business 
is likely to be purely temporary. He 
reminded the managers that most new 
agents are first taught to be salesmen. 
Then, after some experience they be- 
gin to think of themselves as experts. 
It is Mr. Coffin’s opinion that unless 
they become salesmen again they will 
not find permanent success in the busi- 
ness. 





Vincent B. Coffin 


Form New Ind. A&H 


Assn., liams President 


The existing Indiana A&H Assn., 
whose membership has been confined 
largely to Indianapolis, has changed its 
name to Indianapolis Accident & 
Health Assn. and a new state associa- 
tion has been formed which will set 
up additional local associations in the 
state. 

Officers of the new Indiana associa- 

tion are: President, Noel Iiams, Busi- 
ness Men’s_ Assurance, Indianapolis; 
vice-president, E. H. Frei, South Bend; 
secretary-treasurer. R. W. Osler, 
Rough Notes Co., Indianapolis. 


Presiding at the meeting was Spaf- 


ford Orwig, Orwig agency, Indianapo- ‘ 


lis, a board member of the Internation- 
al association and chairman of the ex- 
ecutive committee of the Indianapolis 
association. 


S. W. Life, Tex., Changes 


James P. Swift has been named vice- 
president and general counsel] of 
Southwestern Life of Texas. W. Daw- 
son Sterling and William E. Under- 
wood, Jr., were appointed assistant 
secretaries and Frank M. Wood, Wich- 
ita Falls, Tex., oil man and *~ing 
contractor, was elected to the board. 

Mr. Swift has been the company’s 
general counsel since 1948. Mr. Sterling 
has been with the company since 1947, 
and Mr. Underwood for more than 16 
years. 





Million for Wolff Agency 


F stal Life’s Wolff agency in New 

srk City paid for more than $1 mil- 
lion in February, excluding group and 
pension trust business. An average 
size policy of $16,200 contributed to 
the record production figure. 





KENNETH D. HAMER (2nd from left) Pan-American Life, was elected 


chairman of the LIAMA agency management conference at its Chicago meet- 
ing. Shown with him, from left, are: Burkett W. Huey and Charles J. Zimmer- 
man, both of LIAMA; Frank L. Whitbeck, Jr., Union Life of Little Rock, and 


Stuart C. Ferris, also with LIAMA. 








Schmitz Now Occidental Clarke Pan-American 


Ad&H Superintendent 


Walter F. Schmitz has been ad- 
vanced from associate superintendent 
to superintendent 
of Occidental Life 
of California’s A& 
H department. He 
succeeds Duncan 
C. McEwen, retir- 
ed. 

Mr. Schmitz 
joined Occidental 
in 1949 as A&H 
agency _ assistant, 
and since has held 
increasingly im- 
portant positions 
until becoming as- 
sociate superintendent in 1951. 


Before joining the company he had 
12 years’ experience in A&H field sales 
and home office work with Travelers 
and Loyalty group. He has addressed 
many A&H gatherings and now is a 
member of the LIAMA A&H commit- 
tee. He has served on several commit- 
tees of Bureau of A&H Underwriters. 


One-Quarter of Cal. UCD 
Payments Held Unnecessary 


LOS ANGELES—Of the 4,343,863 
claims paid in 1953 by the California 
unemployment compensation disabili- 
ty fund, 1,125,892 were fraudulent or 
preventable, according to the state de- 
partment of employment. 

A spot check shows that of the $97,- 
384,967 paid by the state fund during 
the year, $24,346,241 went to claimants 
not entitled to benefits. The UCD fund 
competes with the private insurers un- 
der the compulsory disability benefits 
law in California. 





Walter F. Schmitz 








Johnston South Coast Chairman 


Ralph A. Johnston has been -elected 
chairman of South Coast Life of Hous- 
ton. Mr. Johnston, who is president of 
Johnston Oil & Gas Co. and owner of 
cattle ranches in Texas and New Mex- 
ico, helped organize American Country 
Life last year. This company’s name 
was changed to South Coast Life when 
it recently purchased the latter com- 
pany, formerly of Beaumont. 





Triennial Exam for P.M. Life 

Pacific Mutual Life is undergoing its 
regular triennial convention examina- 
tion, with the Pennsylvania, Kentucky, 
Kansas and Washington departments 
participating with the California de- 
partment. 


Actuary, Controller 


Pan - American 
Life has appointed 
John W. Clarke 
actuary and con- 
troller. He has 
been with Travel- 
ers since 1937 ex- 
cept for air force 
service. He was 
most recently as- 
sociate actuary 
there in charge of 
recruiting, train- 
ing and adminis- 
tration of actuar- 
ial students. He 
received a law degree from University 
of Connecticut and in 1947 became a 
fellow of Society of Actuaries. 





John W. Clarke 





Prudence Life Names 


Two Managers in Il. 


E. W. Matteson has been promoted 
to manager at Peoria, Ill., for Pru- 
dence Life of Chicago. Formerly su- 
pervisor of the company’s Tri-City 
agency at Moline, he replaces John 
Zoutte, who has resigned. Raymond 
L. Mills has been appointed manager 
at Moline. 


Brooks Southland Life 
A&H Chief, Others Raised 


Glenn M. Brooks, manager of South- 
land Life’s A&H department, has been 
named assistant vice-president and di- 
rector of A&H. W. Neill Johnson, Jr., 
former assistant treasurer, has been 
elected vice-president. Herschel 
Hearne, manager of the actuarial de- 
partment, becomes assistant secretary 
in addition to his present duties. 





New Cal-Western Lawyers 


California-Western States Life is 
adding Joseph S. Heston, Jr., and How- 
ard L. Jeske to its legal staff. Mr. Hes- 
ton has been administrative adviser in 
the California department of finance. 








R. I. Surveys Home Accidents 

A survey on home accidents is being 
made in Rhode Island by the state 
health department, Rhode Island Med- 
ical Society and Hospital Assn. of 
Rhode Island. The authorities are 
striving to obtain more reliable statis- 
tics than are now available on the fre- 
quency of home accidents, the types 
of persons who have them, the serious- 
ness of the accidents and what can be 
done to prevent them. 


Elaborate Programs 
for Mutual Benefit’s 
Florida Conferences 


Mutual Benefit Life’s general] agents 
will meet at Miami Beach April 4.7 
with the agents meeting at nearby 
Hollywood Beach April 8-10. 

For the agents’ meeting the theme 
is “Sales Plus Service Equal Success. 
ful Selling.” A huge simulated brief. 
case will be the backdrop and the 
theme will be brought out in a serie; 
of work sessions—panels and round 
tables—in which the job of the sales. 
man will be broken down into varioys 
departments—likened to the compart. 
ments of the briefcase—that must be 
integrated smoothly for the salesman 
to achieve maximum efficiency. 

Featured speakers at the agents 
meeting include President H. Bruce 
Palmer, NALU President Robert ¢ 
Gilmore, Jr., of the company’s Hart. 
ford agency, and LIAMA Presiden 
Richard C. Pille, Mutual Benefit’ 
vice-president in charge of agencies 
who will conclude the meeting. Many 
other home office executives and field 
people will participate. 





Troy Post Sells Interest 


in Dallas Life Insurer 


R. E. Garber, president of Reinsur- 
ance Co. of America, Dallas, and his 
associates have acquired controlling 
interest in the company by purchase 
of all the shares owned by Troy V. 
Post and Life of America. Mr. Post 
said the sale was made to permit him 
to devote full time to personal and oth- 
er business interests. 

Mr. Garber has been closely associ- 
ated with Mr. Post in various insurance 
activities for eight years. 





Baketel Wins Union 
Central’s Clark Award 


H. Sheridan Baketel, manager for 
Union Central Life at Philadelphia, has 
won the Jerome Clark award, with 
second place going to Donovan F. 
Moore, general agent at Seattle. The 
award, named for the late vice-presi- 
dent of Union Central, is given fo 
outstanding achievement in agency 
operation. 





Dittman Named V-P 


of Northeastern 


NEW YORK—Albert T. Dittman has 
been named vice-president of North 
eastern Life. He joined the compaly 
last October as brokerage production 
manager, following seven years’ éx- 
perience as agency and brokerage sl- 
pervisor with the Allen-Pratt agenty 
of John Hancock in New York City. 
As vice-president he will have chargé 
of production. 





Boston Leads Mutual Agencies 


Mutual Boston agency led the com- 
pany for February in volume and wai 
second in number of policies sold 
San Diego was first in policies. The 
Myer (New York City) agency ranket 
second in volume and third in polk 
cies. Portland, Ore., was third in vok 
ume. 





Law Refunds USGL Premiums 


A bill to refund premiums on U.§ 
Government Life, cancelled for fraud 
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has been signed by President Eisen 
hower. Also introduced in Congress 1§ 
a bill to grant National Service Lift 
and waiver of premiums to certain to- 
tally disabled veterans suffering from 
service-connected blindness. 


Francisco ; 
Vnderwrite 
Clemens } 
low with 1 
ble to par 

“The mo 












































26, 26, 1954 LIFE INSURANCE EDITION 
954 17 
program can be shot full of holes a Ps : : weeks the benefits rise to $30 a week 
- $71,500 Employed few months later,” he said. “It can Big Gains Disclosed for an additional 39 vette new co- 
Ss s “ be terrifically complicated especially s operative plan is designed for employe 
in Life Insurance where the tax problem is involved.” at Union C.&L. pa: of yee or cone canhtilda aoa 
es s Ray Farris, New York Life, San Jose individual to b i 
’ ' , ’ uy the exact benefits 
wha Business, a Record Cal., who wrote practically all of his General Agent Rally he desires on a payroll deduction basis. 
pelle As of Jan. 1, the life insurance in- $1,125,000 business last year on pack- Increases of 67% in assets and 46% A. Maxwell Kunis, vice-president 
t nearby dustry a 371,500 —— ones - por stietpinnn that type of selling. in premium income, with total insur- and actuary, talked on the new “juve- 
in it full-time, according to the Insti- He said he carries in his automobile ance in force ris- nile estate builder’ policy which in- 
tute of Life Insurance. This represents seven packages, with illustrations ing from $290,546,- creases five times in face amount at 
1e theme |, rise of 17,700 during the year and of based on $10,000 of insurance. He sends 750 to $366,229,955 age 21 with no increase in premium 
Success. 110,300 since the end of the second out 12,000 letters a year and maintains in 1953 were re- rate. It is written on the paid-up at 
ed brief. | world war. a daily interview record of three from ported at the first 65 plan, with option for conversion to 
and the} While the number employed full- which he attempts to obtain three more general agency endowment at age 65. 
| - rea time pho life ype ye cange has _— a each prospect. meeting of Union _Union’s new association life insur- 
“il saa risen ‘4 pared “ be e lite ee r. Farris said he approaches many Casualty & Life, ance plan was discussed, with empha- 
Sales. | surance handled by these men and young men and directs his questions held in New York. sis on the savings obtained by group 
9 various | women has increased 100% and sales toward development of a set objective. Several new purchasing. It provides for either life 
compart: | of new policies have gained 170%, ac- “I try to help a young man to set up policy forms -and paid-up at 65 with a modified family 
must be} cording to the institute. While there an objective, but he should not be pres- sales tools were income rider or life expectancy with 
Salesman | was one home office employe for each sured into one that has been devised introduced and the the same rider 
icy. $1.9 million of life insurance in force for expediency.” establishment of There was much interest in the new 
+ agents | in 1945, there was one employe for Howard Lee, Phoenix Mutual, Oak- Roy A. Foan four production brokerage or sales kit, so designed that 
1. Bruce} each $2.6 million Jan. 1, 1954. In the land, warned against “over-program- clubs as well as three trophies were the user can put into it those units 
obert ¢,) field, including managers, general ming” and devoting too much time to announced. he thinks will particularly interest the 
"Ss Hart. agents, and agents, there was one preparation of these plans. “An agent The keynote address was by Execu- person it is being shown to. There are 
resident | field man per $100,000 of sales at the can be so expert in programming that tive Vice-president Leo Perlman. Roy different colored folders for various 
Benefit’ | end of the war while at the start of he can starve to death.” A. Foan, vice-president and director coverages. Other new helps unveiled 
eer. mo B ars Been one field man per Bag anew eng tmgedipd bp 0 ai of agencies, conducted the sessions, were the all-inclusive fundamental 
- Many , . ; 2 packages which ran for two days. training manual for new men and a 
and field 1p gle qe -ealenedigleanslbeony ps yews vig 7 add others ac- — Assets at Dec. 31 were $4,483,633 and direct mail kit for developing pros- 
rc Of perm , ing to future developments. premium income for the year was $13,- pects. 
numbering 121,450 at the beginning of nee 325,385 Production clubs will be the Presi- 
t the year. This was 6,350 more than a Feb, Record for Mass. Mutual Since the establishment of the life dent’s, UCLIC, Union Star, and Honor. 
year earlier and 33,650 more than in Ordinary production for February department 10 months ago, 11 multiple Agency trophies to be awarded are the 
1945. In home offices women account by Massachusetts Mutual totaled $35,- . - ae Se 
DD tants of tell persemnel 657,480, a gain of $2,078,885 over F - general agencies have been established president’s trophy, the agency manage- 
Reinsu- | about same percentage as in 1945. ’ ruary, 1953, and a new record for the having a total of 17 associate managers ment award, and the agency quota 
and his month. This total was second only to 2nd more than 300 licensed agents. trophies. The first annual ee. 
ntrolling ° January of this year in the company’s In the A&H department, principal vention will be held June 5-8, , at 
purchase Plan Workshop Session best production months in its history. sum and monthly income limits have Thousand Islands Club, Alexandria 
Troy. for Chicago Agents April 1 7 —— sr — od ons ag a been increased. A hospital room and Bay, N. Y. 
re F - 7 “ : - Woods board policy on groups that already 
mit him} _ Chicago Assn. of Life Underwriters in charge. Settee dal ee = : 
"| April 1 is staging a “Workshop” ses- ave plans providing $6, $3 or $10 can Booker Retires at K. C. 
and oth sion at the Northwestern universit : , be increased an additional $3 to $10 per Harry Booker, retiring assistant 
Y United A N T L ¢ 
assoc-| WHtown campus. After hearing a ite merican Names i1wo day. To supplement the disability agency manager for Equitable Society 
em talk by Vincent B. Coffin, senior vice- _ United American Life of Dallas has benefits law requirements in New at Kansas City, was honored at a din- 
: ¢! president of Connecticut Mutual Life, named Robert F. Mills assistant treas- york state the company now has an ner and dance attended by about 250 
those attending will break into smaller Urer in charge of the accounting de- oxcess A&H policy which pays $15 a Persons. Short talks were made by 
groups and engage in informal discus- Partment. He has been with the com- oo, for 13 ks, ei nth. da ;- A. M. Embry, founder and past man- 
si on such subjects as corporation P@ny since 1950. James A. Graham, W cgi: Ghaienagesdtion - ay accl- anager of the agency; John A. Carr, 
life insurance, the latest tax angles, Vice-president and director of sales, dent and sickness running concurrent- fjejq vice-president, and Homer Jame- 
1 group, and simple programming of in. has been named to the board. ly. If the disability extends beyond 13 son, retired manager. 
dividual estates. 
iger for} Speakers and discussion leaders, all - 
yhia, has} from Chicago, are Jack Lawrence, O UR FINANC IAL - TATE ME NT 
d, with} Massachusetts Mutual; Paul W. Cook, 
»van F.| Mutual Benefit Life; Eugene Rappa- Asset. iabiliti 
tle. The} port, Pacific Mutual Life; John O. a m aie _ Liabilities 
e-presi- | Todd, Northwestern Mutual; Russell O. ee Tene y Tenaya TAEDA $ 759,088.87 Legal Reserve on Policies........ $30,262,769.54 
ven far] Bennett, Crowell & Leibman, corpora- U.S. Government..s8.aaaz6Lia °°? we , 
agency | tion tax specialist, and James D. Dau- Canadian Govern- = Commissioners Security 
benspeck, McDermott, Will & Emery, grant, ree 23,795.06 Valuation Reserve ..........-- 39,982.76 
estate and trust taxation specialists. Municipal 1 i 2 
Also, John D. Moynahan, Metropol- ‘i Speicios pense’ »872,195.77 Unrealized Profit on Stocks...... 12,440.00 
pe V. J. Barnett, Aetna Life; a "be Industrial .--... 1,216,568.27 Reserve to Provide for 
ckerman, Equitable Society; Samuel Stocks 2.0 .ccccccecccccccscccces 1,343,713.00 Fluctuation of Mortality 
S. Herman, Edelstein & Associates; Sol 4 3 r d pve ga 1 seaee and. Market Value of Assets... 2,043,070.23 
nan has| Sa¢kheim, Great-West Life; Carl P. Real Estate Owned bathicais 8 7 
North- Spahn, Equitable Life of Iowa; Joseph ‘Torn — ite cesevenseedc 685,402.73 Credits to Polieyowners Left with 
ompaly as Lapeen, Prudential, Ramon J. Sil- annual property cept 460,000.00 Company on Deposit at Interest 1,088,183.23 
duction r , rg, ome ife, and Saul Bloch, at sb hate 222,589.76 Py 
rs) er Equitable Society. Ss ta teme nt ‘i ao, pa agg 9 Taxes Payable in 1954........... 131,645.00 
x First Mortgage Loans........... 21,948,385.18 Death Claims Reported but 
agency Caravan Brings Sales Ideas Farm Properties Proof Not Completed on or 
k City. Conventional ... 1,689,274.25 5 
chart to S. F. Area Life Agents showing FHA & Wareenns 10°855.35 Before December 31, 1953...... 35,458.20 
‘ Bs F ene City P rti i 
‘ — zieening is not a simple task. condition as of Conventional De aatacadaaed 19,180,184.64 “on Cheon te iett Rae 479,990.93 
quires e€ combine eterans........... A A 94 
cies @ competent agent, a PA tones December 31st, i- rons by Special Funds Payable 
3 Tie 2 al Reserv: . 
e com: a? Be business man, according 1953 6D 2,021,470.31 to SuBeppeneee fe 2088.» --2+- 10S 
was . D. McNeil, ta a Interest D d eer 
meg eS Neg apie vs and estate attor Wo age ee 219,196.88 All Other Liabilities............. 29,702.50 
ss, The} Mr. . jak A Other Agneta a iii iwdvesecccss 21,120.40 On OTE Sens eee ee, eee ,000,000. 
ranked) th ri McNeil, who is also a CPA, said Net Premiums in — 1,000.000.00 
fi ne tax phase is too often overempha- Process of Surplus 925,000.00 
n wt sized and that efforts to eliminate tax CollechlOn 63 66 s0. co.cc eee ence 570,203.48 sini Sadat casas wien 
in a by Ban frequently causes Total Admitted Assets...... $36,058,335.63 Total Liabilities............. $36,058,335.63 
= aoe 
Seiiines tarean some and more bur- For the Protection of Company Policyowners we had on Deposit with the State of Kansas, December 
bilities than ever. 31, 1953, $31,363,287.56. This amount is more than required by law. ¢ Insurance in Force December 
is ° ell was one o hi ’ ’ ’ 5 . e al ving Folicyowners an eneficiaries During ’ ’ ’ Ud. 
Mr. McNeil f the speakers 81, 1968, $128,198,704.00 © Paid to Livi 5 Fol jowrnese sud Bonet daries During 1968, $1.427,466.06 
aU. S on the Northern California Sales Cara- ‘a iving Policyowners an eneficiaries Since Organization, $28,274,316.29. 
-fraudj¥8N which appeared before the San R. L. Burns, President ¢ FRANK B. JACOBSHAGEN, Vice President-Secretary, 
Eisen: Francisco and Oakland-East Bay Life J. H. Stewart, Jr., Vice President-Treasurer 
sress if Underwriters Assns. He substituted for 












Clemens Mong, former trust officer 
tow with Union Central who was un- 
ble to participate. , 
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INSURANCE 
COMPANIES 


Bought and Sold.. 





Ours is the ONLY concern whose 
sole business is representing 
sellers and buyers of insurance 
companies. 


We have the connections, the 
“know how’ and the marker, 
which cannot be reached by 
individual direct effort. We 
can handle the sale of your 
company in a quick, quiet, 
confidential manner. 


Our buyers have the CASH 
and are ready to deal. 


Why net rer in touch with us 
about your company TODAY. 








“Y 
BRINSOR __ 
Lf ssociales 
BRokers of iNSurance ORganizations 


Ross J. Ream *¥ MM. Walker 


1102 Waldheim Building 


Kansas City 6, Missouri 


ephone Victor 4466 












During the first two 
months of 1954, the Lu- 
theran Brotherhood Sales 
Force produced 


$12,457,235.00 


of new life insurance. is- 
sued and paid-for. This 
is a 

20% increase 
over the sales of new 
business for the first two 
months of 1953. 


Admitted Assets as of December 31, 1953 


$84,329,974.21 


Life Insurance in Force February 28, 1954 











$492,005,616.00 
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Valuable Paper Wallets 


One or a Thousand 
Write for Brochure 
J. M. NEWMAN 


2328 N. Henderson Delias, Texas 








World’s Only Recorder of its Kind 


WALKIE-RECORDALL 
8-LB SELF-POWERED BATTERY RECORDER 


© AUTO C UNDETECTED ords noiselessly in or out of closed 
0 ealey briefcase, containing hidden mike while 
walking, riding, flying. Conferences, lectures, 
Gictation, 2-way phone. Permanent, unaiter- 
able, indexed recording at only 3c per hr. 
MILES REPRODUCER CO., INC. 

812 Broadway, N.Y. 3, N.Y. 
Dept. NUL 















Discuss Selling A&éH 
At LIAMA Meeting 


(CONTINUED FROM PAGE 10) 


a closely tied package plan. The pros- 
pect is sold both policies at once at 
a combined premium, and the premi- 
um notice shows only one premium. 
This is a big aid to persistency. 

There are two combinations avail- 
able. One has to do with a mortgage 
on which there is an A&H coverage 
with the A&H usually in the same 
amount as the monthly mortgage pay- 
ment. Often the A&H coverage is as- 
signed to lending institutions, and the 
policy is worked out so that it actually 
pays monthly benefits rather than 
daily. That is, there is a 14-day wait- 
ing period, but when there are 15 days 
disability the company pays one 
month’s benefits. Then from 15 to 44 
days the company pays for only one 
month, but when the disability gets to 
45 days, two months payments are 
made. 


The other A&H policy sold in con- 
nection with life insurance is non- 
cancellable and guaranteed renewable. 
Mr. Keare said that Federal decided 
to use non-can because it has had ex- 
perience selling life and A&H in fam- 
ilies and then having to cancel the 
A&H policy. This has cost the company 
some good public relations and some 
business, and the non-can _ aspect 
avoids this. This again is sold as a 
single premium package with the A&H 
covering to age 60 or 65. A&H is issued 
with any type of life policy which 
does not expire until age 60. Disabili- 
ty coverage is available up to $300 
monthly indemnity and the policy is 
on an aggregate basis. 

There is a combination life and A&H 
application, and agents are paid com- 
missions on the combined premium on 
the life basis. 


Emphasis on selling key men as an 
avenue for keeping agents hot on the 
sales track was made by Rex Ander- 
son. He explained that most employes 
expect their company to give them 
some kind of help during disability. A 
key man is any man the employer 
would hate to lose and for whom he 
would be willing to spend a few dol- 
lars to keep, he said. 

The average agent has many pros- 
pects in smaller businesses, such as 
partnerships and close corporations to 
sell key men. In the larger firms with 
a hundred men or more, if one man 
is out sick there is a loss of 1% effec- 
tiveness, but if there are only five 
men in the firm and one man is out 
20% of the effectiveness is lost. 

Mr. Anderson gave an example of 
how New York life agents are told 
to go about selling key men coverage 
in the case of a small manufacturer. 
The man is questioned as to the value 
of his plant superintendent. Here is a 
key man for the employer, but if he is 
disabled the employer will have to 
promote someone else and he will have 
to replace the man promoted. There 
is a lot of expense involved in that 
alone, and the employer is still faced 
with having some responsibilities to 
his disabled superintendent. If he is 
obliged to discontinue paying the su- 
perintendent, there is some doubt as to 
whether the man would come back to 
the firm and there is a question as to 
what the reaction of the other em- 
ployes might be. For $5 a week the 
employer can avoid all this by pur- 
chasing a key man policy to pay the 
superintendent $100 a week in case of 
disability. Not only does this solve the 


pay of the key man, but it leaves his 
salary free to the employer to use as 
the money with which to buy a re- 
placement. 

Mr. Anderson advised keeping key 
man insurance simple and said he rec- 
ommends against assignment of the 
policy to the business. What would 
happen in the case of permanent and 
total disability? he asked. The benefits 
would go to the company and the com- 
pany would not be obliged to pay the 
employe. This is personal insurance, 
he said, and the employe should apply 
for the policy and should own it, and 
the employer can pay the premiums 
as a means of extra compensation. 

Key man coverage offers the agent 
a chance for multiple prospects. He 
can sell from one to 10 men in a plant 
at the same time, and he has some 
ready-made prospects for life insur- 
ance—prospects about whom he has 
information and who can afford the 
premium for adequate coverage. 

Suggesting that the demand for ma- 
jor medical coverage will increase in 
intensity, Elmer Nicholson said insur- 
ancé companies “must come to the fore 
in underwriting this need” and that the 
underwriting “must be broad-gauge 
and all-inclusive—anything short of 
this will be met by a protesting public” 


The speaker said the policy appeals 
to the man of moderate income for 
whom the shock of big bills would be 
disastrous and also appeals to the high- 
income man who might be able to 
solve the big bill problem without help 
but not without inconvenience. 

All age groups buy major medical, 
according to figures offered by Mr. 
Nicholson. The average buying age is 
41. 

The average annual premium was 
listed at $88.45. The speaker noted that 
64% of the buyers already had some 
basic expense coverage. He said the 
average number of people covered un- 
der the average policy is 3.2, and that 
seven out of every 10 policyholders 
pay premiums annually. 

From these figures Mr. Nicholson 
drew the conclusion that “our market 
for major medical is as broad as our 
regular life insurance market, and that 
it is a fertile one.” 

Connecticut General has integrated 
major medical into four sales present- 
ation patterns: Estate planning, crea- 
tive programming, by-product sales, 
and direct sales. Mr. Nicholson re- 
ported that “the success of all sales 
promotion on major medical is attested 
to be the fact that this policy consti- 
tuted about 18% of our total new in- 
dividual A&H premium during 1953.” 


Mr. Faulkner’s address concluded 
the meeting. After summarizing the 
highlights of each speaker, he present- 
ed a personal point of view on the 
problems of the business. Above all, he 
said, it is essential for salesmen and 
sales managers to have a sound un- 
derstanding of the larger problems of 
the industry. 

He urged a strong program of public 
relations generated by the some 800 
companies now in the A&H business. 
To indicate how such work is now 
lacking he said that 90% of the indus- 
try’s effort is being spent in doing a 
good job and only 10% in telling the 
public about it. 

The best job the government can do, 
he said, is to provide the. hospitals, 
the personnel, and the equipment 
needed to improve health care itself. 
It can also maintain high living stand- 


C. A. Turner Named 
Home Life Officer 


Charles A. Turner has been nameg 
an officer of Home Life of New Yor, 
with the title of 
director of public 
relations. 

Mr. Turner 
joined Home Life 
in 1950 after hav- 
ing been with the 
Greenwich Sav- 
ings Bank of New 
York City as coor- 
dinator of adver- 
tising and public 
relations. Since 
1951, as head of 
the field service 
division, he has had charge of planned. 
estates promotion, advertising, public. 
ity and company publications. 

Operations of the field service gj- 
vision, which Mr. Turner will continue 
to head, will be broadened. It has 
functioned primarily as a service unit 
for the agency department, perform- 
ing public relations tasks only as an 
incidental part of the work. The latter 
will now be expanded as a formal part 
of the division’s responsibilities. 





Charles A. Turner 








ards in a prosperous economy because 
good health and long life are are the 
result of adequate and proper diet 
more than anything else. 

In emphasizing the need for an ag- 
gressive program of public informa- 
tion and education, he said the best 
emissaries to the public are members 
of the companies’ field organizations, 
about 150,000 strong. 

“Spend the time, effort and money 
needed to inform the American peo- 
ple,’ he said. “This is not time for 
hesitation.” 

The industry, he continued, can un- 
dertake and implement and _ carry 
through to success a program that in- 
cludes: Public education through pub- 
lic relations broadly supported by the 
majority of the companies in the bus- 
iness, the making of a “soul-search- 
ing” project of evaluating criticism, 
and then going to work to find the 
answers that will eliminate the causes. 





Advance Hall, Krumm in 


Occidental Home Office 


Occidental Life of California has 
advanced Stewart L. Hall from assist- 
ant director of field training to assist- 
ant superintendent of agencies, admin- 
istration. R. B. Stephenson, assistant 
superintendent of agencies, admin- 
istration, will continue in administra- 
tion work and handle other special as- 
signments in a senior capacity. William 
F, Krumm, Jr., formerly with the 
agency secretary department, becomes 
assistant director of field training. 

Mr. Hall entered insurance in the 
Mutual Benefit Life home office in 
1932. After army service he joined the 
Mutual Life home office and in 1941 
went with Occidental. Mr. Krumm, 4 
marine veteran, started in insurance 
with New York Life in 1952, joining 
Occidental the following year. 





Cleveland Trust Council Elects 


New president of Cleveland Life In- 
surance & Trust Council is A. W. Mar- 
ten, Cleveland Trust Co. George 1 
Plante, John Hancock, is vice-presl- 
dent; Bruce Whidden, Central National 
Bank, secretary, and Russell G. Fox, 
Arthur Anderson Co., treasurer. 


e Detroit Life Agency Cashiers heard 
a talk by Louis P. Gepford, manage 
there for New York Life. 
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rells How to Build 
“Wanting to Bad 
Enough” Attitude 


NEW ORLEANS—‘“Wanting to bad 
enough” is what the agent must do if 
he is going to be a success, and how 
one agency generates this attitude was 
explained by William J. Schergens, 
Aetna Life, Shreveport, in his talk at 
the NALU General Agents & Managers 
Conference here. 

Promotion, he said, is the spark 
that catches all the other fundamentals 
on fire and will’do more to get the 
man to “want to bad enough” than 
anything else. One thing the agency 
does is to promote continually the aim 
of writing $100,000 a month. This 
raises the agent’s production sights. 
“We go on the fact that we must get a 
lot of written business in the mill and 
good closing will pay for most of it,” 
he said. 

Regular weekly and monthly bulle- 
tins, plus extra ones during contests, 
are issued on agents’ activities. There 
are four contests plus the regional that 
the agency pushes all year—start-the- 
year drive, accident drive, midyear 
push, app-scrap, and regional. There 
are always big pay-offs, dinner dances, 
trips, etc. 

“We offset part of the cost by having 
all-day business meetings to rekindle 
their enthusiasm and knowledge,” said 
Mr. Schergens. 

The agency also promotes app-a- 
week and now has one man up to 112 
weeks of two applications or better. 
It also makes a point of laying out 
enough money for enough efficient of- 
fice personnel to help the agents make 
more money. 

Each agent paying for $10,000 a year 
in premiums gets a private office “and 
this really helps the ‘wanting to bad 
enough’ attitude,” said Mr. Schergens. 
The trainer must be enthusiastic in 
his presentations if the men are to 
respond. 

“We must be hard-working and 
hard-driving,”’ he said. “We can’t di- 
rect the activity from a hammock”. 





St. Louisians Get Sales 


Tips on Business Cover 

ST. LOUIS—A wide range of topics 
was covered at the business insurance 
seminar cosponsored here by Washing- 
ton University and St. Louis Life Un- 
derwriters Assn. It is expected the 
seminar will be made an annual affair. 

Panelists were Ralph O. Staubern, 
vice-president of W. Alfred Hays & 
Co.; Rudolph F. Webber, assistant St. 
Louis manager of Ernst & Ernst; A. H. 
Wallace, New York Life and William 
T. Kieffer, general agent State Mutual 
Life. Richard T. Stith, Jr., co-general 
agent for New England Mutual, 
summed up the addresses. 

Mr. Staubern said only insurance can 
satisfactorily solve the four principal 
problems that arise on the death of a 
business man. He listed the problems 
és (1) the necessity for forthwith 
liquidation of his estate; (2) stoppage 
of business income; (3) loss of oppor- 
tunity of his children who are minors 
fo continue the business; (4) difficulty 
of keeping the small business stock as 
valuable as it was at the time it went 
nto the estate of the sole proprietor. 

He advised avoiding family benefic- 
ary designation in the purchase of 
dusiness insurance designed to provide 
or continuation of the business after 
he proprietor dies. The courts will 





hold such insurance goes to the main 
beneficiary, he said, or, depending on 
circumstances, will add the _ face 
amount to the assets of the estate for 
estate tax purposes. 

o a 

Suggesting that the man with money 
should not be by-passed by agents sim- 
ply because he may be considered too 
old or uninsurable, Mr. Wallace said 
that such a prospect may be a proper 
subject for purchase of annuities or 
other special types of insurance, or 
may own some type of_ business 
or be in a position to influence busi- 
ness policies of various companies. He 
advised against selling business insur- 
ance in small amounts. “Selling the 
$1,000 policy is like kissing your sis- 
ter,” he pointed out. “It is perfectly 
proper but there is no future to it.” 

Mr. Kieffer said that while most 
business insurance sales are on a less 
emotional basis than the personal sale, 
still dramatization by agents is affec- 
tive because each business sale has 
a personal aspect, such as a son’s inter- 
est at some future time, or retirement 
provisions for the proprietor. 


Mutual Life Elects 
Field Club Officers 


Mutual of New York has named Sam 
S. Herwitz, agent at Cincinnati, presi- 
dent of its national field club. Division 
vice-presidents are Joseph N. Latiano, 
Pittsburgh, eastern; Harry R. Schultz, 
Chicago, central; John J. Howe, Port- 
land, western, and John R. Taylor, 
Charlotte, N. C., southern. 

Mai Sie Liang of the Buesing agency, 
New York City, was elected vice-presi- 
dent of the women’s division. Jacob W. 
Shoul, Boston, was named honorary 
president and J. Dudley Miller, Chi- 
cago, and Mrs. Ruth R. Steinberg, Day- 
ton, honorary vice-presidents. 

Of 750 field club and top club mem- 
bers, 10% of the 1953 leaders have 
qualified for the honor groups for 15 
years, 22% for 10 years, and 45% for 
five years. Mr. Shoul and Neil Himel, 
New Orleans, have qualified for 36 
years, making them company leaders. 
The central division has had the best 
ratio of consistency, with 53% of its 
190 members qualifying for at least 
five years. 








District Agencies Contribute 
68% to John Hancock Total 


The district agency department of 
John Hancock produced 68% of the 
company’s 1953 total paid-for business, 
it was brought out at the annual Presi- 
dent’s Club meeting at Washington. 
Production by this branch amounted 
to $1,143,374,000. 

Recipients of awards and their cate- 
gories were: John F. Griffing, Bridge- 
port, leading district agent; John R. 
Burd, Philadelphia, leading assistant 
district manager; Cleveland district of- 
fice, Louis Horn, manager, President’s 
Trophy (third successive year); Mid- 
town (Chicago) office, Julius Bogatz, 
manager, Vice-president’s Trophy; East 
Central office (Detroit), Roger A. 
Palmer, manager, leading regional of- 
fice, and Dallas district office, Orville 
M. Erickson, manager, Pioneer Trophy 
for most outstanding development of 
new territory for the year. 

Among speakers were President Paul 
F. Clark, Byron K. Elliott, executive 
vice-president and director; Olen E. 
Anderson, vice-president and director; 
Vice-presidents Frank B. Maher, Ross 
E. Moyer, Robert P. Kelsey and Lee 
P. Stack, and 2nd vice-presidents Phil- 
ip H. Peters and George B. Thompson, 
Jr. Directors Edward B. Hanify and 
Samual Pinanski also spoke, as did 
John Fisters, director of sales for 
Fortune magazine. 


HOLU Annual Has 
Promising Card 
for N.Y.C. Meeting 


An address by John C. Archibald, 
Bankers Life of Iowa, president, will 
open the annual meeting of Home Of- 
fice Life Underwriters Assn. April 26- 
28 at the Hotel Statler, New York. 
Speakers that same day will be Holgar 
J. Johnson, president, Institute of Life 
Insurance; Earl M. MacRae, New York 
Life, whose topic will be “Underwrit- 
ing of Surplus Lines’, and Dr. R. G. 
Bell, medical director of Shadow 
Brook Health Foundation, “Early Rec- 
ognition of Dangerous Drinking Pat- 
terns”. 

Opening the morning of the second 
day will be an address on “Some High- 
lights of the 1951 Impairment Study” 
by Edward A. Lew, actuary and stat- 
istician of Metropolitan Life. A panel 
discussion will follow with Harry F. 
Gundy, Sun Life of Canada, moderator, 
and these members: Doane E. Arnold, 
New England Mutual; John F. Wilson, 
Manufacturer’s Life; William E. Walsh, 
Equitable Society; Donald H. Rawson, 
Travelers, and Douglas Wood, General 
American. 

In the afternoon, Dr. William P. 
Shepard, 2nd vice-president Metropoli- 
tan, will speak on “Risk Mitigation 
Stems from Underwriting’. A movie, 
“Losing to Win’, will follow. 

On the final day, April 28, “Automo- 
bile Racing” will be discussed by Jules 
V. Quint, Metropolitan; “Storage 
Battery Manufacturer”, Ernest A. Carl- 
son, Massachusetts Mutual; “Atomic 
Energy—a 12 Months’ Report’, Colonel 
Reuel C. Stratton, Travelers; and “Pet- 
roleum—Some Aspects of Production, 
Transportation and Refining”, Dr. H. 
V. Hume, Atlantic Refining Company. 

Chairman and their respective days 
will be Mr. Archibald and Thomas K. 
Dodd,. Connecticut Mutual, April 26; 
Mr. Gundy and Matthew W. Peterson, 
Metropolitan, April 27; and Paul Shea, 
Penn Mutual, April 28. 





AFL Agrees on Contract 
With Equitable Life, Wash. 


Equitable Life of Washington and 
Insurance Agents International Union, 
AFL, have agreed on a number of im- 
provements in compensation and work- 
ing conditions. 

Included are an annual length of 
service bonus ranging from $25 for 
new employes to a maximum of $175 
to employes with 20 years or more 
service, a fourth week of vacation for 
agents serving 20 years or more, and a 
special service commission payment 
for ordinary insurance. 

Other points of agreements include 
insurance of the agent against loss of 
employer’s funds and $25 of personal 
funds in the event of holdup or bur- 
glary, a leave of absence with pay for 
attending union conventions and im- 
provement of the grievance procedure. 

Covered by agreement are agents in 
Washington, D. C., Baltimore, and the 
state of Delaware. The company also 
operates in Ohio, Pennsylvania, Vir- 
ginia and West Virginia. 





Great-West Names Stephens 


Great-West Life has appointed Doug- 
las C. Stephens manager of the central 
Ontario branch at Toronto, succeeding 
A. G. Smith, who is retiring on dis- 
ability. Mr. Stephens joined the Winni- 
peg branch in 1948 and was named 
supervisor in 1951. Mr. Smith joined 
the Ottawa branch in 1931 and has 


been manager at Toronto since 1941. 
He is a CLU and is honorary secretary 
and a director of Life Underwriters 
Assn. of Canada. 





LEADER IN 
WORLD-WIDE LIFE 
INSURANCE and 
pioneer in employer- 
employee Group 
protection plans, the 
Sun Life of Canada 
gives unequalled 
service to the holders 
of nearly two million 
policies and Group 
certificates, from 
offices situated in 
strategic key centers 
around the globe. 
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Ready Card for . 
Sales Congress at 
Decatur, Ill. 


The annual Decatur Life Underwrit- 
ers Sales Congress is to be held May 


22 this year in conjunction with the 
annual meeting of the Illinois associa- 
tion there. 

For the past few years attendance at 
the congress has exceeded 1,000, mak- 
ing it one of the best attended in the 
country. 

Zinn Kaufman, New York City mer- 








WANT ADS 








Friday in Chicago office—175 W. Jackson 


make payment in advance. 


Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. 
Bivd. 


THE NATIONAL UNDERWRITER—LIFE EDITION 


Individuals placing ads are requested to 








ACCIDENT AND SICKNESS DEPARTMENT HEAD WANTED 


Well established, Mid-Western Life Insurance Company now entering the 
accident and sickness business has top-management opportunity for a well 
qualified man, preferably between ages 35 and 50. Applicant expected to 
assume responsibility for preparation and filing of policy forms and for devel- 
opment of underwriting and claims procedures. 

Give detailed statement covering experience, education, age, and other 
pertinent data. All replies will be treated confidentially. 

Address Box Y-3, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago, Illinois 








HOME OFFICE 
ASSISTANT GROUP MANAGER 


Leading middle western company 
has attractive opening for qualified 
group assistant. Group Department 
now three years old and undergoing 
definite expansion. Starting compen- 


benefits. Definite advancement for 
qualified man. Confidential. Ad- 
dress Y-17, The National Under- 
writer Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








ACTUARIAL ASSISTANT 
Well established Pacific Coast life 


insurance company has opening for 
actuarial assistant, under age 40, 
with four or more examinations. Ex- 
cellent opportunity for advance- 
ment. Liberal employees’ insurance 
and retirement plan. 


Write in confidence to Box Y-27, 
The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 








AGENCY DIRECTOR 
WANTED 


an experienced Agency Director or Supervisor 
capable of developing a life insurance field 
force for a Pennsylvania Fraternal, licensed in 
seven States. Strong Financial position. Top com- 
missions; no Agency Contracts outstanding. Un- 
usual opportunity for right man. Write, giving 
qualifications, experience, Fraternal affiliations 
if any, etc. Box Y-25, The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, III. 





sation $6,000 plus many company f 


DIRECTOR OF AGENCIES 


A relatively new Indiana Life Insurance 
Company with home office in Indianapolis 
is seeking a man with a thorough back- 
ground of life insurance selling and man- 
agement to head its agency organization. 
The company is soundly capitalized and 
well represented throughout the state. This 
is an excellent opportunity for an aggres- 
sive man to become an official of a grow- 
ing concern. The salary will be commensu- 
rate with background and ability. Please 
reply to box number given below, outlining 
in detail education, experience and past 
employment. Inquiries will be treated with 
strictest confidence. 

Reply Box Y-18, The National Underwriter 


Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








AGENTS 


To sell for one of the largest Military In- 
surance Companies—Check these features: 
Top Commissions—Renewals Vested—Best 
Policies on the market—Fast, efficient 
Home Office Service—All policies conform 
100% with new Defense Department Direc- 
tive. 


WRITE—stating complete background to 
DIRECTOR OF SALES 
P. O. BOX 7008 
PHOENIX, ARIZONA 








BE A GENERAL AGENT 
Exceptional opportunities for progressive 
men are open in these California areas: 
Merced, Sacramento, Santa Ana, or 
Ventura. Top commissions, complete lines, 
new packages, exclusive rights, competitive 
premiums. Write in confidence to W. R. 
Ernst, Director of Agencies, Guaranty 
Union Life, Beverly Hills, Calif. 








HOME OFFICE 
A & H UNDERWRITER 


Leading Southern Company has attractive open- 
ing for qualified man. Full particulars as to 
experience. Salary open. Inquiries strictly con- 
fidential. Address W-93, The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








GENERAL AGENCY 
OPPORTUNITIES 


One of the leading legal reserve old-line life 
compani as ings for general agents in 
Des Moines and Sioux City, lowa. Pension plan, 
group insurance, hospitalization and top com- 
missions. Write Box Y-I!, The National Under- 
ao Company, 175 W. Jackson Blvd., Chicago 











SECURITIES ANALYST 

An opportunity with a future with a leading 
Southeastern Life Insurance Company. Age 25 
to 40, college graduate, with at least three years 
experience in Corporate and Municipal Bond 
and Stock investments for a life company. Full 
‘particulars as to qualification and expected 
salary. Address Box Y-31, National Underwriter 
Company, 175 West Jackson Boulevard, Chicago 








4, Illinois. 





chandising consultant and former ad- 
vertising specialist for Phillip Morris 
& Co., will be the outside speaker. He 
is considered one of the most authori- 
tative speakers on salesmanship and 
has been a successful author on that 
subject. 

Rounding out the program are Grant 
L. Hill, vice-president and director of 
agencies Northwestern Mutual Life; 
James E. Rutherford, vice-president in 
charge of the Mid-America head office 
of Prudential at Chicago, and Edward 
W. O’Shaughnessy, Equitable Society 
million dollar producer at Chicago. 





Kansas City Congress 
Program Draws 350 


Leading agents from other cities 
made up the program for Kansas City 
Life Underwriters Assn.’s annual sales 
congress, drawing an attendance of 350. 

They were Lester S. Becker, general 
agent Lincoln National Life, St. Lou- 
is; J. S. Maryman, Aetna Life, Little 
Rock, Ark.; Newell C. Day, general 
agent Equitable of Iowa, Davenport, 
and E. L. Arthur, general agent Kansas 
City Life, Tampa, Fla. 

Mr. Becker stressed the necessity of 
organized prospecting of a “continuous 
nature”. The sales talk, too, must be 
organized “to show the client a need 
and convince him that a solution is at 
hand.” Mr. Maryman said that inter- 
est must be focused on the client, the 
agent painting a good, clear, simple 
and convincing picture. 

To be successful, Mr. Day empha- 
sized, the agent must get a feeling of 
happiness from his work and accom- 
plishments. Mr. Arthur described him- 
self as not selling life insurance, but 
hopes and dreams. The life agent, he 
remarked, is a peddler of tall tales and 
emotional sales talks who helps people 
solve their problems and in so doing 
solves his own. 


Watkins Home Office 
G. A. for Union Life 


Union Life of Little Rock has named 
Murrelle Watkins home office general 
agent, succeeding Homer L. Bailey, 
who has resigned to devote full time 
to personal production. A graduate of 
Southern Methodist University’s insti- 
tute of insurance marketing, Mr. Wat- 
kins joined Union Life after three 
years in the business. 


Has Canada Disability Unit 


Paul Revere Life has established a 
Canadian disability underwriting de- 
partment at its Hamilton, Ont., head 
office. Underwriting operations will be 
supervised by Dennis C. Sallaway, for 
three years with the company’s home 
office. Before that he was with Retail 
Credit Co. at Toronto. 

The company also has appointed Dr. 
Ewart R. Lamb of Hamilton as medi- 
cal adviser. He is a graduate of Uni- 
versity of Western Ontario and has 
been in private practice at Hamilton. 











Maryland Assn. Elects 

Maryland Assn. of Life Underwrit- 
ers has elected John Schneider, gen- 
eral agent for Connecticut General at 
Baltimore, national committeeman, 
and George Robertson, Baltimore, sec- 
retary. Raymond P. Smith, manager 
of Monumental Life, at Baltimore, has 
been appointed chairman of the nom- 
inating committee. 


Mosher Heads Group Office 

Massachusetts Mutual has opened a 
group office at Jacksonville with A. 
Bradford Mosher in charge. Mr. 
Mosher has been in group work for 
three years and in his present position 
will work with Stanly Johnsen, group 
regional manager. 





Pioneer American Changes 


Jack Musslewhite has been advanceq 
to 1st vice-president and secretary of 
Pioneer American of Houston. He for. 
merly was vice-president and secre. 
tary-treasurer. 

Robert L. Edens, former assistant 
secretary, was named vice-president 
and James J. Armstrong, assistant 
treasurer, was advanced to treasurer, 
W. R. Cochrane was named actuary 
and Tony Martin manager of the cred. 
it life department. 


Consider Capital Increase 


Stockholders of Fireside Commer. 
cial Life, Virginia, were to have voted 
this week to decide whether to in- 
crease capital stock from $30,000 to 
$50,000 by issuing new shares at $20, 
Capital stock would be represented by 
10,000 shares with a par value of $5, 
Of the price of new shares, $5 would 
go to capital stock and $15 surplus. 





Plan Course at Columbus 


Ohio State University in cooperation 
with Columbus Life Underwriters 
Assn. will hold a 10-week course in 
advance life insurance, starting March 
30. Sessions will be held Tuesday 
evenings. 





WANTED: 


A man to fill a newly-created Home 
Office position—a challenging job 
with unlimited opportunities; 


WANTED: 


A man to start right at the top with 
our 62-year old organization, with- 
out having to combat priorities, 
seniorities, nepotism and gradual 
advances; 


WANTED: 


A man of vision, courage, ability, 
and known-how—one with prova- 
ble record of accomplishment and 
experience to organize, direct, and 
implement our plans for expansion 
in the life and A & H field as our 


HOME OFFICE 
AGENCY DIRECTOR 


who will receive a very substantial 
guaranteed salary, a most liberal 
bonus, full expense reimbursement, 
and other valuable benefits; 


WANTED: 


Application from men, not over 50, 
who want to establish a permanent 
and highly profitable connection 
with a modern and progressive 
legal reserve fraternal benefit so- 
ciety—men who have been waiting 
for this ‘‘once-in-a-lifetime’’ oppor- 
tunity to reach the summit. Replies 
will be held in strict confidence and 
selected applicants will be inter- 
viewed. Write to 


Peter Suto, President 


AMERICAN LIFE 
INSURANCE COMPANY 


Bridgeport 5, Conn. 
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with | | Life Insurance Assn. of America and sought by Mrs. Jennie Davidson became a national attraction. . . A&H over the year inly th It 
: Institute of Life Insurance, as well as Meadows to review the Texas su- Insurance experts have been helping f f : or = "ae otto 
jith- being reasonably close to LIAMA at Preme court decision in Meadows vs. with the bill, at Secretary Hobby’s in- a ree competition. He pointed out 
ties Hartford. As a site the New Yorkers Western Reserve Life, holding that vitation. but only on the technical side, that A&H covers 90 million Americans 
: , ; -'S the Korean conflict constitutes “war” ill’s phi and collects $2% billion in premiums 
Jual | | proposed the Banker’s National Life \ji4p: se i ar not on the bill’s philosophy. “ , : 
va wal ot mucins Hs ene wane the life insurance exclusion yr. Thore opined that the bill has PR mee I Pee ae Apso fool 
: » N. Jd., ne- war clause. : million Americans,” he added. 
half hour ride from New York, which Western Reserve had contended the ”° chance of getting throu gh Congress Expressing impatience at the timid 
will be available because Bankers Na- accidental death provision in the pol- because the entire administration of | 4 myopic, Mr. Faulkner declared that 
tional is putting up a larger home of- icy of Lt. Col. B. E. Meadows, who the plan would be left to the Health, A&H is a ‘great business, even if it 
lity,| | tice building. Alternate possibilities in Was killed in Alaska while in military Education and Welfare Dept. without <i)», flaws to b ted 
~ the New York City area were the service during the Korean conflict, any blueprint or criteria to direct the - “ Aan vege cad . ee 
va-| |Gramatan National Bank building in W@S void on the ground that the in- department and it seems unthinkable pret o: th an ; “ tae line and 
onlil | nearby Westchester county and several “700 Was “im military, naval or al- that Conaress would give the depert- ee ee en ee 
mya Q lied service, in time of war, at the A H and warned that if it gets to the point 
and buildings on the upper east side of date of the accident.” ment such a free rein. The bill may al- where some bureaucrat is setting the 
f New York Cit x so be vulnerable on _ constitutional age & 
Jes ork City. ; Mrs. Meadows contended that the Ske rate and prescribing the forms for 
The University of Chicago site is Texas supreme court, which reversed 9rounds. he indicated. A&H. life insurance will also be in a 
r dj ilding decisions in her f by the distri oo oe 9 ‘ 
adjacent to the headquarters building ee we er = (a the gins bad way 
of the American Bar Assn. now under Court of Young county, lex., an e Rather than oppose the bill outright, x : 
enttraction court of civil appeals, raised a federal wr. Thore said he felt it should be In answer to a question, Mr. Thore 
: question, in that the holding was di- a ee A pe said that many improvements come 
as treated as “a political animal” and that * : . 
, A d . rectly contrary to the Constitution, 46 pusiness should concede that it has Cut of crises and this one will bring a 
tial genda of Committee which gives Congress alone the power - (7 pastures that are consistent with lot of top level thinking about disability 
to declare war. : i i i 
rai| | Blanks Not Too Heavy ‘°° handling disability coverage through jetroe pete eat ‘a ponent 
The agenda of the life blanks com- vrivate enterprise but there are other pe : 
ent ; F e a . product isn’t good, but what will evolve 
‘| [mittee is not regarded as too heavy Life of Virginia Holding aspects that call for further study. Flat win be better 
for the session in New York City April 7 z: evvosition might seem like lack of ap- : 
5-6. W. Harold Bittel of the New Jer- Meetings in New Orleans preciation. It might also seem like 
a a a a Pra Life of Virginia is holding four agen- anathy and hence cause some members Boston Mutual Agents 
50,| | get a full year's dividend liability in SY Conventions in New Orleans. Con- of Coneress to do some more needling Undecided on Union 
‘|; | the showng, even if the company does “2u!ng through April 3, attendance about the tvoe of A&H coverage that , 
ent! | not account for dividend Pp the ba, 18 expected to exceed 2,000. hae teen wettind ustavcrshie pubiielts “Ouest Damen Mutual Life, who 
: sis of Jan, 1 to J ~~ oo . Py e€ ba- Members of the Virginia Vanguard, . ; he recently disaffiliated themselves from 
ROME | have oe ah O 2am. t ost companies honor club for ordinary agents, met ' Tecen! months. Local 1282 of the independent Distrib- 
sive| | it showing a full year’s liabil- jarch’ 22-25, and were followed by Mr. Thore stressed the need for con- utive, Processing & Office Workers of 
i fe I conventions of leading agents from the ‘structive action in the business to meet American union, are split over whether 
$0" | | changes arenes fame. Tes Pn penn company’s division I, II and III com- the challenge that it faces and provide they want AFL or CIO affiliation. 
ing| | capital gains, in the fee a a f with pination offices. an answer to those in Congress whose About 120 voted to affiliate with AFL 
Br eatment of man- — president Charles A. Taylor is at- tendency is to push for a national 2nd keep Frank Siegel, former head of 
or- datory securities valuation reserve : ‘ Wi ; i i i 
One ‘suggestion is to put chanee i, tending all conventions and Willis J. health insurance plan. He indicated the independent union, as president. 
lies | | uch valuation in th aa ry 1 ™ Milner, Jr., vice-president in charge 4,2+ such a plan could be an entering Mr. Siegel, who had refused to tell 
exhibit € gain and 10SS of ordinary agencies, presided at the |") pP é whether or not he was a Communist, 
ind , agency convention and Harry P. An- Wedge that could affect other segments Jater declared he was not. 
rer- ss derson, vice-president in charge of of the insurance business too. National Labor Relations Board will 
Eastern Reports Gains combination offices, will preside at the | Carl Ernst. North American Life & hold an election April 1 to determine 
p Pp a eu 
Eastern Life of New York. in its re- Other three conventions. In charge of Casualty, Minneapolis, chairman of a bargaining agent for Boston Mu- 
tort for 1953, shows new insurance 2!Tangements is J. Cowin Smith, vice- NALU’s disability committee, who pre- tual’s 375 agents. Meanwhile, members 
vaid for, revivals and increases, in- President. sided, emphasized the need for “grass Of the peepee rent M a a 
‘luding group insurance, as $13,545,365; roots” work among local associations @? reagan oD ee 1 1 ane ai 
tompared with $8,499,847 last year. Treusch, National A&H, of NALU. He said two thirds of the °ther officers of the local from dis- 
‘nsurance in force increased $9,190,099, . P lineal aud cate cemcleties tae vo * of union funds. 
ompared with $4,777,514 in 1952. As. Goes with Colonial Heahiane ite qi 1 
iets were $11,152,296 compared with Joseph B. Treusch, formerly vice- ©'>" porate pea 5 peri eat os Takes on Aetna Casualty 
$10,332,070 as of Dec. 31, 1952. The president of National A&H Ins. Co. of C2! associations the life men are at — Haskell, Miller, Grossman & Co., a 
‘ompany is licensed in New York, New Philadelphia, has been named director odds with the A&H men, even to the 50-year-old Chicago agency, has been 
‘ersey, Connecticut, Delaware and of public information and sales pro- ¢Xtent of sponsoring buying from “non- appointed general agent for Aetna 
BE istrict of Columbia. motion for Colonial Life. profit” insurers. He said there should Casualty. 
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Bad Practices in 
N. Y. Welfare Funds 


(CONTINUED FROM PAGE 3) 
officials charged with administration 
were not in the best interests of bene- 
ficiaries. In some cases far too exten- 
sive powers were conferred on trustees 
or administrators by the trust agree- 
ments which exceeded limitations pro- 
posed by custom and prudence. In one 
welfare fund the president of the union 
was appointed administrator irrevoc- 
ably with termination only by death or 
voluntary resignation. There is no limit 
on his salary, which he is authorized 
by trust indenture to fix, unilaterally. 
There was also evidence of discrimina- 
tion in the favor of union and welfare 
fund officials at the expense of the 
rank and file. Larger benefits some- 
times were granted to officials than 
were available to membership. 

There was evidence of kick backs to 
union and welfare fund officials. Rec- 
ords of agents and brokers disclosed 
that checks were drawn periodically 
to cash in amounts which were an ex- 
act percentage of premiums paid by 
the welfare funds involved. Some 
checks were endorsed by fund officials 
and others bore the initials of these of- 
ficials on check stubs. There was evi- 
dence of gifts to welfare fund officials. 
Salary payments were made by agents 
and brokers to welfare fund and union 
officials and their relatives. Union and 
welfare fund officials or their relatives 
acted as agent or broker for the wel- 
fare funds with which they were con- 
nected. 


Excessive rates of operating ex- 
penses to contributions were the ex- 
ception and not the rule, but high ex- 
penses were incurred in a large enough 
number of instances to warrant con- 
cern that money intended for worker 
benefits is being dissipated. In many 
instances the survey indicated an un- 
duly conservative accumulation of sur- 
plus funds, which resulted in failure 
to distribute benefits reasonably ade- 
quate in relation to employer contribu- 
tions. 

Insurers furnishing group cover for 
union welfare plans maintained a gen- 
erally high level of benefit payments. 
This high average, however, tended to 
conceal the poor performance of the 
few companies that paid excessive 
commissions and administration fees. 
Serious abuses were uncovered in the 
case of two insurers. These abuses 
were promptly corrected by the de- 
partment. But there were indications 
that these practices were not confined 
to these two insurers. 

The department noted that substan- 
tial commissions and fees on union 
group cases which can be shared with 
third parties, such as union and wel- 
fare fund officials and their families, 
can be dealt with by the department 
under its statutory control over licen- 
sees. But management fees to agents 
by welfare funds are beyond the reach 
of the department. 

Workable standards can be develop- 
ed only after comprehensive study of 
the operations and problems peculiar 
to welfare plans, Mr. Bohlinger states. 

More than 3 million citizens of the 
state, about 25% of the total popula- 
tion, have a stake in employe benefit 
plans, the report continues. At least 
$365 million is paid annually to union 
health, welfare and pension plans and 
self-administered employer pension 
plans and $2.5 billion in assets already 
has been accumulated by such plans. 

These plans are affected by pub- 
lic interest, especially self-administer- 


ed pension plans that do not provide 
benefits through the purchase of an- 
nuity contracts. 

Only certain aspects of employe ben- 
efit plans are regulated. As they are 
insured, the insurance department su- 
pervises insurers. But supervision does 
not extend to money disposition of 
welfare plans except money used to 
pay premiums. They should have af- 
firmative regulation and supervision. 

There is a notable absence of any 
generally accepted standards which 
can serve as guides to responsible trus- 
tees. 

Mr. Bohlinger stressed that the 
measure he recommended, and which 
was adopted, was not intended to in- 
vade normal trade union activity nor 
the customary business affairs of the 
employer. 


GAMC Participates 
in New Orleans Rally 


(CONTINUED FROM PAGE 2) 

and their opportunity; (3) help them— 
willingly and cheerfully work for them 
in the field and in the office (4) en- 
courage them—be sympathetic and 
sincerely interested in all that con- 
cerns them; (5) motivate them—drop 
ideas into their minds that will gen- 
erate pressure from within; (6) en- 
thuse them—there is no substitute for 
enthusiasm—keep it kindled; (7) rec- 
ognize them—give them plenty of ego 
recognition—praise publicly and pri- 
vately, sincerely and generously; (8) 
treat them—pay their way to all life 
underwriters meetings, buy birthday 
lunches and gifts for special occasions; 
(9) represent them—let them know 
and feel that you will always see to it 
that they are treated fairly by you, 
the agency, and the company; (10) 
lead them—set a good example, pro- 
vide a “success” atmosphere. 

Leading the session on recruiting, 
Fred E. Lelaurin, Aetna Life, New 
Orleans, said recruiting is the most 
important thing about the manager’s 
job and every man he meets should be 
sized up as a possible agent or someone 
who might lead to one. Mr. Lelaurin 
makes extensive use of direct mail to 
a list of 1,140 names of persons who 
are or might be good sources of recruit 
names. The year to date leader in his 
agency is the son-in-law of one of the 
men on the list and he has been in the 
business only two years. 


Some letters go from Mr. Lelaurin 
himself, others from the home office 
over Vice-president Robert B. Cool- 
idge’s signature, but the list gets five 
mailings a year. Mr. Lelaurin said repe- 
tition is the key to success. When a 
man gets the sixth letter he may just 
have heard about a fellow looking for 
a connection. Employment agencies 
are a surprisingly good source, he said, 
but it is necessary to talk personally 
with the man in charge of placing sales 
personnel so he will exercise discrimi- 
nation in sending prospects. Mr. Lel- 
aurin pays the agency fees and also 
$5 for each applicant who scores “A” 
on the aptitude tests, regardless of 
whether the man is taken on or not. 
These tests are given by the employ- 
ment agency for Mr. Lelaurin and 
scored at his office. 

Classified advertising is helpful. He 
puts about $300 a year into it and also 
scans the “situations wanted” ads 
carefully. Full time agents in the 
agency are excellent sources. It de- 
veloped in the discussion that some 
general agents pay the man who brings 
in an agent who is put under contract. 
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Act on Mutual Fund, 
Federal Employes Group 


(CONTINUED FROM PAGE 1) 
with the government was expected to 
forego its normal profit margin. Mr. 
Fluegelman said he had no informa- 
tion on that point. Lewis Callow, Mem- 
phis, wanted to know about a possible 
anti-trust angle, since it would require 
a combination of companies to write a 
case of this size. Mr. Fluegelman said 
special legislation would be needed. 
He mentioned that there are many 
hurdles to be surmounted and it might 
turn out the case never will be written 
at all. 

A Mississippi delegate wondered if 
the no-commission feature might not 
spread to employes of state govern- 
ments, many of whom are now insured 
under conventional group plans. Mr. 
Fluegelman’s answer was that “we'll 
cross that bridge when we come to it.” 

Since the matter had not been avail- 
able for study in the printed committee 
reports, a Knoxville delegate suggested 
the question of endorsing the govern- 
ment group be left until the following 
morning so that council members could 
learn more about it. Mr. Fluegelman 
had no objection and the motion to 
endorse was temporarily tabled. 

A Massachusetts delegate said since 
it seemed like the government and the 
companies would do what they wanted 
regardless of action by NALU, he 
couldn’t see where it made any differ- 
ence whether NALU took any action 
or not. 

Mr. Fluegelman answered that it 
was considered important and he called 
on general counsel Eugene M. Thore 
of LIA to tell why. 

Mr. Thore indicated it would be de- 
sirable as a matter of endorsing the 
general principle of handling such mat- 
ters through the free enterprise system 
to endorse the government’s approach 
to the problem. 

Henry Miltenberger, president of the 
Louisiana association, said he favored 
the private insurance method but felt 
NALU should express reluctance at the 
no-commission feature, since no other 
industry that he knew of was required 
to forego commissions. There was con- 
siderable applause for this statement. 

Mr. Fluegelman then brought up the 
practical problem of who would get 
the commission if one were to be paid. 

Mr. Fluegelman also explained the 
background of group coverage on in- 
dividuals investing in mutual fund 
shares. He said Clarence Wyatt, John 
Hancock’s group vice president, had 
met with the group committee Sunday 
and had given assurance that if NALU 
sought legislation barring insurers from 
covering mutual fund share-buyers the 
Hancock would not oppose the legisla- 
tion. Mr. Fluegelman said the Hancock 
had been getting more of the recent 


publicity than any other insurer writ. 
ing this coverage but it was not the 
only one or the first one to write it 
He said he wanted to commend the 
company’s attitude and its sincere de. 
sire to help NALU solve the problem. 

The danger of insuring mutual fund 
share-buyers under group, said Mr. 
Fluegelman, is that life insurance may 
be regarded as encouraging ventures 
that are partly speculative. He quoted 
one member of his committee as say. 
ing “we don’t want NALU to cast the 
aura of respectability on these plans.” 
He said one problem is what happens 
when a plan is discontinued and the 
buyer finds himself uninsurable, since 
there is no conversion privilege in the 
plans. 

General agents, managers and un- 
derwriters in Washington, D. C. took 
to the mid-year meeting the matter of 
investment trust salesmen being li- 
censed by Superintendent Jordan as 
part-time life agents. 

Life company representatives have 
suggested that the investment com- 
panies place the handling of life in- 
surance contracts tied up with their 
installment plan sales directly with 
regular life companies. 

It is understood that Raymond Go- 
dine, president of the Washington Gen- 
eral Agents & Managers Assn. has 
taken this matter up with Lawrence 
Jackson of General Agents & Managers 
Conference of NALU. 

Judd Benson, Union Central, Cincin- 
nati, a past president of NALU, urged 
that in taking a stand against such 
insurance NALU make it clear it was 
acting in the public interest and was 
not just thinking of possible loss of 
commissions to a competitor. 











UNTROUBLED by Washington’s not 

being the choice of the NALU trustees 
for the headquarters location are Louis 
J. Grayson, Travelers, president of the 
District of Columbia association, 
H. Cochran Fisher, former NALU trus- 
tee, also a D. C. stalwart, snapped # 
the NALU midyear meeting in New 
Orleans. 
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NALU Postpones Hot 
Issues at Mid-Year 


(CONTINUED FROM PAGE 1) 

ters location was preceded by the re- 
port of the location committee chair- 
man, Charles E. Cleeton, Occidental of 
california, Los Angeles, past president 
of NALU. He said there is $272,236 in 
cash and securities in the building 
fund, besides which there are pledges 
amounting to $14,250 or an aggregate 
fund of $286,486. He emphasized the 
small amount that has been spent in 
fund-raising. 

Things got going when Julian S. 
Myrick, New York City, retired vice- 
president of Mutual Life, a past presi- 
dent of NALU, and a member of the 
location committee, rose to express dis- 
agreement with the trustees’ decision 
to move NALU headquarters out of the 
New York area. He said he had written 
a letter to President Robert C. Gil- 
more, Jr., expressing the hope that the 
poard would reconsider this decision. 

Mr. Myrick said much would be lost 
by moving out of the New York City 
area and the drawbacks had not been 
sufficiently weighed and considered. 
He listed these advantages of stay- 
ing in the New York City area: 

1. It would be possible to keep and 
strengthen the present staff. 
2. It would not be necessary to up- 
root and move present personnel. 

e * eo 
3. It would not be necessary to run 
the chance of losing the Life Under- 
writer Training Council as a tenant. 
He said LUTC has expressed a wish to 
stay in the New York City area and 
it is doubtful that it would move to 
Chicago, as there is nothing it would 
gain thereby. 
4. The close personal relationship 
with the Institute of Life Insurance 
and the ready availability of its facil- 
ities would be retained. Mr. Myrick 
said that President Holgar Johnson of 
the institute considered the move out 
of New York to be unwise. 
5. Loss of contact with Life Ins. Assn. 
of America’s staff and facilities would 
be avoided. 
6. NALU’s present proximity to 














OREN PRITCHARD, left, Union 
Central, Indianapolis, NALU nomin- 
ating committee chairman, at the mid- 
year meeting at New Orleans, with the 
new executive secretary of the Indi- 
ana and Indianapolis associations, Wil- 
liam J. Wood, Indianapolis lawyer, 
who will divide his time between asso- 
ciation work and law practice. He suc- 
ceeds Lucille Pryor, who is about to 
be married. New address of the asso- 





ciations is 301 Circle Tower. 


L1iAMA ai Haritord wouid be retained. 

(4. Conunued ciose assoclauon wiln 
the New xYork State Assn. of Lite Un- 
aerwrliers would be maintained, wnicn 
iM. IMYYICK indicated as important be- 
cause OL tne role of tne New York in- 
surance laws. 

“we would be giving up much tnat 
has been bullt up over tne years and lt 
is douptiul 11 we could ever recapture 
li,” ne declared. 

Mr. Myrick said that the board, after 
nearing New York's Linal presentation, 
aid not see fit to ask tne New York 
ae.egation any questions but went into 
executive session. 

Mr. Gilmore empnasized that no spe- 
cilic site had been decided on and tnat 
it the board wanted to consider Mr. 
Myrick’s letter it could do so at its 
meeting the next day. 

Hunter Hammill, Phoenix Mutual, 
Philadelphia, urged that the location 
be picked by vote of tne national coun- 
cil at the annual meeting in Boston 
next September. 


However, Mr. Cieeton objecied on 
ine grouna tnat tne contriouuwons were 
maae on tne basis tnat tne trustees had 
a contractual responsiblity to contrip- 
utors 10 Make the decision. 

Cnanning Cowles, Butliaio, immedi- 
ate past-president o1 LUC, said he 
wanted to disagree witn Mr. Myrick’s 
Ssiatement that LUTC would nave noth- 
ang to gain by moving to Chicago. He 
Salad the only thing LUC would nave 
to gain would be a continued valuable 
close association with NALU. 

V. L. Phillips, Occidental of Cali- 
tornia, Miami, said 1f ne were a trustee 
ne would like to have the backing of 
tne membership in so important a de- 
cision and he telt the trustees should 
wait until the council could have a 
cnance to ratify or vote down the trus- 
tees’ decision when the council meets 
in Boston in September. 

Osborne Bethea, Prudential, New- 
ark, NALU treasurer, said, “I think 
there is a certain sentiment in this 
group and we ought to find out what 
that sentiment is.” He asked the pres- 
ident to call for a rising vote “purely 
as a test of sentiment and for the guid- 
ance of the board of trustees’ on 
whether the council wishes to move 
NALU headquarters out of the New 
York City area. 

Judd C. Benson, Union Central, Cin- 
cinnati, a past-president of NALU, 
asked that a motion be _ substituted 
calling for a vote of confidence in the 
board of trustees, “who, I suggest, are 
the people who have given the fullest 
consideration to the matter before the 
house.” 

This suggestion drew quite a burst 
of applause. 

Mr. Hammill said there was no need 
for a vote of confidence for the trus- 
tees, “otherwise they wouldn’t be up 
there” but sometimes there are occa- 
sions when decisions should be taken 
to the membership. 

There followed quite a bit of parlia- 
mentary skirmishing for and against 
the obvious semantic advantage of put- 
ting the motion in the form of a “vote 
of confidence” which, even though 
limited to the location decision, few 
council members would care to with- 
hold, regardless of their sentiments on 
moving the NALU headquarters out of 
New York. 

Mr. Phillips emphasized this point 
in clarifying his earlier remarks. 

Paul Conway, John Hancock, Syra- 
cuse, emphasized that this was not an 
annual meeting and that it would be 
far better to table the matter now and 
act on it in a fully informed way at 


une annual meeting in Boston, wnen 
ulere Would be Maly more deiegates 
present at the national council meet- 
ing. 

vavid B. Fluegeiman, Connecticut 
Mu.uai, New Xork City, immediate 
pas.-president ot NALU, iMsisted tnat 
Mir. senson’s vote OL contidence mo- 
uon was out of order because it would 
nave deteated Mr. Betnea’s motion and 
hence under parliamentary rules was 
out of order and coula not be tabled. 
‘ne resuit was so mucn parliamentary 
contusion that President Guilmore 
cauiea tor a two-minute recess to en- 
apie the parliamentarians to agree on 
now to unscrambie the tangle. Their 
consensus was tnat Mr. Benson’s mo- 
tion was valid and tnat the motion to 
table was in order. ; 

The motion to table was defeated 
and Mr. Henson immediately with- 
arew his vote of confidence motion. 
Mr. Bethea then repeated his motion 
that as an indication of sentiment and 
guidance to the board there should be 
a standing vote of those who favored 
moving headquarters out of the New 
York City area. 

On motion of David Blumberg, 
Knoxville, Tenn., Mr. Bethea’s motion 
was modified so as to ask the trustees 
to reconsider the location decision, in- 
form the local associations fully with 
facts and figures and then get a vote 
from the council members at the an- 
nual meeting in Boston, with the board 
of trustees meanwhile taking no fur- 
ther action on acquiring a site in the 
Chicago area. 

A modified motion, omitting Mr. 
Bethea’s request for a vote then and 
there on moving out of New York, 
passed by an overwhelming majority. 


The vote ot postpone action on per- 
mitting state associations to accept 
dues from domestic companies as “in- 
dustry associates’ was a disappoint- 
ment to the New Yorkers for at the fall 
meeting of the New York State associ- 
ation Immediate Past President Flueg- 
elman, as chairman of a three-man 
committee of NALU named to confer 
with the New Yorkers on the company 
dues matter, reported that an informal 
mail poll of the trustees indicated an 
overwhelming majority in favor of the 
“industry associate” plan. There had 
been objecion to the earlier plan of 
having the New York companies as 
members of the New York State asso- 
ciation as non-voting but dues paying 
members. 

The New Yorkers had warning they 
were in for a tough fight, because the 
Chicago association had proposed a by- 
law that would outlaw the sort of plan 
the New York State association wanted 
to set up. 

At the council meeting here Frank 
Wenner, Connecticut Mutual, Utica, 
N. Y., said that “we thought the whole 
New York State association problem 
was all solved and that the Chicago 
amendment “is clearly aimed at New 
York State and is obviously a punitive 
amendment, but in pinning New 
York’s ears back you are doing some- 
thing that affects every association and 
even NALU itself.” 

The Chicago amendment proposal 
states that “a member association or 
a state association may not accept any 
gift gratuity or dues from an insurance 
company group or company associa- 
tion.” Mr. Wenner said this would rule 
out a lot of company financial help 
that associations now get in an infor- 
mal way. He mentioned the help that 
the NALU public information commit- 
tee gets from the Institute of Life In- 
surance as an example and stated 
that one third of NALU’s income comes 





PRESIDENT ROBERT C. GIL- 
MORE, JR., of NALU holds the certifi- 
cate just given him by Vicor S. Skiro, 
right, chairman of the New Orleans 
parks and recreation commiss..n, in 
which Mayor DeLesseps Morrison ‘ro- 
claimed the week of March 22 as l.‘e 
insurance week in New Orleans. Mr. 
Skiro, a life agent and a past president 
of the New Orleans association, wel- 
comed the association to New Orleans 
on Mayor Morrison’s behalf. 








from company advertising in Life As- 
sociation News. 

The final outcome was that a mo- 
tion passed to have the trustees recon- 
sider their previous informal favorable 
vote. The motion was in a form that 
insured the matters being placed be- 
fore the local associations and then 
brought up at Boston for action. 

Earlier in the day, Oren Pritchard, 
Union Central, Indianapolis, speaking 
as state law and legislation committee 
chairman, said “We have had many 
complaints about creditor group life 
insurance plans” on the ground that all 
or part of the commission often find 
its way back to the lender. He said 
that the state law and legislation com- 
mittee wished to present to the trustees 
a project to get the state legislatures 
to enact laws to prevent commissions 
on creditor insurance being kicked 
back to the lending institution, there- 
by constituting added interest and pos- 
sibly usury. 

a e es 

The council unanimously recom- 
mended that such laws be sought. 

Under the law, no commission or 
other emoluments could be paid direct- 
ly or indirectly to the lender or its 
representative, or received by them, 
in connection with the sale of creditor 
life insurance. 

Mr. Pritchard emphasized this would 
embrace individual as well as group 
life insurance in the prohibition. He 
said this matter had been discussed 
with the life committee and executive 
committee of National Assn. of Insur- 
ance Commissioners at their mid win- 
ter meeting and that they favored such 
legislation but that he had taken no 
position as a representative of NALU 
on account of not having received 
authorization from NALU. 

A. Jack Nussbaum, Massachusetts 
Mutual, Milwaukee, NALU trustee, 
said in states which require represent- 
atives to be licensed, there is a danger 
that the licensee will write other types 
of insurance as well as creditor cov- 
erage. He said that in Wisconsin the 
commissioner is issuing limited licens- 
es for the sale of creditor insurance, 
thereby averting this danger of selling 
other forms of coverage. 

Gerard S. Brown, Penn Mutual, Chi- 
cago, reported as chairman of the fed- 
eral law and legislation committee, 
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dealing mainly with the new tax bill, 
which is about the size of a Sears, Roe- 
buck catalogue. 

Paul Conway, John Hancock, Syra- 
cuse, reporting as chairman of the 
committee on cooperation with trust 
officers, suggested that members scrut- 
inize form letters obtained from pub- 
lishers and sent out over the agent’s 
signature. He said occasionally this 
material contains statements not factu- 
ally accurate and could boomerang. 

Stanley C. Collins, NALU secretary 
and agent of Metropolitan Life at Buf- 
falo, reporting as compensation com- 
mittee chairman, explained briefly the 
amendments to the New York expense 
limitation law that are now awaiting 
Governor Dewey’s signature. 

Theodore M. Green, Massachusetts 
Mutual, Oklahoma City, chairman of 
the committee on relations with at- 
torneys, said good results can be ob- 
tained from having the local bar as- 
sociation and the local life underwrit- 
ers association conduct an occasional 
meeting for each other. 

Mrs. Elsie Doyle, Union Central Cin- 
cinnati, reported as chairman of the 
committee on relations with other or- 
ganizations. She said there is always 
the problem of deciding what groups 
to cooperate with. She mentioned the 
value of cooperating with the agency 
cashiers and the credit men’s organ- 
izations. Since her committee’s work 
overlaps to some extent with the com- 
mittees on public information, on re- 
lations with trust officers and on re- 
lations with attorneys, Mrs. Doyle sug- 
gested that these committees be rep- 
resented in each others’ membership, 
“thus keeping the right hand informed 
of what the left hand is doing.” 

Robert L. Walker, Peninsular Life, 
Orlando, NALU vice-president report- 
ing as chairman of the field practices 
committee, said several complaints had 
come in about tontine and semi-tontine 
policies sold by National Old Line Life 
of Little Rock. He said the only remedy 
appears to be through legislation as 
most of the companies assume such 
contracts are not sensitive to criticisms 
of life underwriter associations. 

A representative of the Idaho asso- 
ciation said the National Old Line ap- 
proached attorneys to help write busi- 
ness and share in commissions. As a 
result of hearings held at the state 
association’s request the company has 
withdrawn the tontine or jackpot pol- 
icy from sale. The state association is 
now seeking court action to have the 
policy outlawed. 

@ e e 

Osborne Bethea, Prudential, Newark, 
reported as treasurer and as finance 
committee chairman. He said surplus 
was $85,317 as of Feb. 28 as against 
$69,813 a year earlier. Dues are up 
$14,123 and advertising revenue is up 
$4,036. Expenses have gone up $3,003. 
Mr. Bethea noted that the increase in 
dues that went into effect Jan. 1 has 
been a relatively small factor thus far 
in the improved financial status. 

Oren D. Pritchard, Union Central, 
Indianapolis, reporting as state law 
and legislation chairman, said that a 
reading of the committee’s printed re- 
port would show how trends show up 
in one state after another. 

He said that since the report was 
printed the Kentucky legislature has 
passed a blanket exemption from in- 
heritance tax for proceeds payable to 
a named beneficiary. This goes into 
effect two years hence. The present 
exemption is $20,000. 

He stressed the urgent need of 
NALU’s being represented at meetings 
of the National Assn. of Insurance 





Commissioners in the interest of the 
policyholders. 

Robert Zimmer asked about moves 
to promote savings bank life insurance. 
Mr. Pritchard said that with only 12 
out of 48 state law and legislation 
chairmen present he could not say 
what the proper course might be on 
SBLI. 

Mr. Pritchard, who is also nominat- 
ing committee chairman, said that com- 
mittee met all the previous day. The 
committee, he said, has a “splendid 
list” of names but there are not enough. 
There are seven places to be filled. 
The committee is required to report 
seven and is limited to nine. He said 
the limit should be changed so as to 
be a maximum of two more than the 
number of places to be filled. 

Mr. Pritchard noted that the death 
of Mr. Ries leaves only one trustee 
west of the Mississippi river and that 
responsibility for western representa- 
tion belongs to the members in that 
area and not to the nominating com- 
mittee. 

Stressing the need for representation 
on the part of agents, Mr. Pritchard 
said that thus far only one agent has 
been endorsed to the nominating com- 
mittee this year. Others had been 
asked to serve but had refused. 

Reporting as General Agents & Man- 
agers Conference chairman, Ray H. 
Wertz, Lincoln National, Detroit, said 
most managers’ associations now re- 
quire members to belong to their local 
associations. Howard V. Krick, Penn 
Mutual, New Haven, reported as chair- 
man of the committee on life under- 
writer education and training. He men- 
tioned particularly the further use of 
visual and auditory devices for use in 
education and training. William D. 
Davidson, Equitable Society, Chicago, 
chairman of the public information 
committee, emphasized the important 
role a local association can play in 
public relations activity, particularly 
if a member skilled in this sort of 
work is made chairman of the local 
public relations committee. 

Judd C. Benson, Union Central, Cin- 
cinnati, past president of NALU, sug- 
gested that Mr. Davidson’s committee 
might well spend some money to get 
into the local associations, hands spe- 
cific suggestions on how to do a good 
public relations job. 

Louis J. Grayson, Travelers, Wash- 
ington, D. C., chairman of the commit- 
tee on veterans’ and servicemen’s af- 
fairs, said it is generally recognized 
that the military benefits are a hodge- 
podge and that is why the benefits 
are pyramided. Now there is a bill 
with Defense Department backing that 
has a good chance to pass and that 
would lead to an orderly setup, though 
perhaps not reducing the benefits any. 

As a word of caution to those selling 
to military personnel, he said some 
agents are giving prospects in the 
armed services the impression that so- 
cial security for them is on the way 
out whereas if anything it is getting a 
stronger hold. 

Memorial resolutions were adopted 
on Frank L. Jones, past president of 
NALU and for many years agency 
vice-president of Equitable Society; 
Mitchell M. Rosser, Phoenix Mutual, 
Boston, NALU trustee, and Howard C. 
Ries, Equitable Society, Everett, Wash. 
The resolutions were presented by 
Henry S. Stout, John Hancock, Dayton, 
O., chairman of the resolutions com- 
mittee. Mr. Rosser was membership 
chairman and Mr. Ries was chairman 
of the committee of agents. 

Stanley C. Collins, Metropolitan Life, 
Buffalo, reporting as secretary, said 
that five new associations are now 


being organized which will give NALU 
a total of 627 member units. 

The midyear meeting program 
started off Monday with all-day meet- 
ings of the NALU board of trustees 
and the General Agents & Managers 
Conference, including the GAMC 
luncheon. That evening there was a 
meeting on training local association 
officers in setting up education pro- 
grams for incoming association officers. 
There was also a special forum on dis- 
ability insurance problems, reported 
elsewhere in this issue. 

Tuesday there were breakfasts of the 
federal law and legislation committee 
and the women agents. The national 
council met both morning and after- 
noon. The only scheduled evening 
event was the agents’ forum, reported 
elsewhere in this issue. 

Wednesday there was a breakfast 
for the past presidents of NALU. The 
national council met all morning, fol- 
lowing which there was the NALU- 
LUTC luncheon. The afternoon was 
given over to committee meetings. The 
board of trustees held its final session 
Thursday morning. 





VA-Company Conflict 
Still Somewhat Alive 


Scattered cases still are cropping up 
involving governmental attempts to 
collect on a veteran’s A&H policy when 
he is treated in a veterans administra- 
tion hospital. According to Life Insur- 
ance Assn. of America, legislation has 
been proposed and abandoned in this 
matter and the cases that now are ap- 
pearing do not portend any lasting 
trend. 

In a case in Denver, the government 
has filed a test suit against Fidelity 
Life & Disability to determine whether 
an A&H policy owned by Edgar O. 
Eastman covers treatment for a non- 
service-connected disability in Fitz- 
simmons Army hospital. The U. S. was 
turned down in trying to collect from 
the company $240 of the total hospital 
bill of $3,440. 

Fidelity L&D maintains that the VA 
furnished treatment without anticipa- 
tion of payment and that it (the com- 
pany) cannot be billed because East- 
man owes no obligation to the hospital. 





Midwest in New Home 


Midwest Life of Nebraska has moved 
into its new home office, a 64x125- 
foot structure of Indiana limestone and 
bronze marble on 16th and K streets, 
facing the state capitol building. 

The 2% story building is designed to 
accommodate growth in operations to 
about twice present size. Adjacent 
ground also has been acquired for ad- 
ditions to the building. 





SS : ; 

RELAXING AT NALU MIDYEAR 
in New Orleans: John N. Lenhart, 
Great-West Life, Cleveland, member 
of the NALU nominating committee, 
Mrs. Lenhart; and George O. Walker, 
Franklin Life, Canton, president of the 
Ohio association. 











State Mutual Appoints 
Bicknell and Miller 


State Mutual Life has appointed Dr, 

Francis P. Bicknell medical director 

‘aly ae and Robert A. 

“a | Miller director of 

field office admin- 
istration. 

Dr. Bicknel] 
joined the con. 
pany in 19389 as 
assistant medical 
director and was 
made _ associate 
medical director in 
1949. He is a men- 
ber of Assn. of Life 
Insurance Medical 
Directors and has 
certified as a specialist by Board of 
Life Insurance Medicine. Mr. Miller 
has had experience in control and 
audit work and is a C.P.A. 


New A&H Company 
Formed in Rockford 


A new A&H company—Income In- 
demnity Ins. Co. of Rockford (IIl.)— 
capitalized for $100,000 with a surplus 
of $155,000, held its first stockholders’ 
meeting last week and elected officers 
and directors. Lee Crouch, one of the 
three original incorporators was elect- 
ed president and a director. H. J. Cou- 
ture was named vice-president and di- 
rector of agencies. Ernest L. Swarts, 
industrial designer, is treasurer and a 
director. Secretary and board chairman 
is L. E. Caster, president of Keig- 
Stevens Baking Co., and a partner in 
Caster Motor Sales & Service. He or- 
ganized and is now president of Illinois 
Hospital Service, Inc. (Blue Cross) 
and of Northern Illinois Medical Serv- 
ice, Inc. (Blue Shield). 





Francis P. Bicknell 








Late News Bulletins... 











(CONTINUED FROM PAGE 1) 


section 23x of the internal revenue code relating to deduction of medical and 
dental expenses from gross income. The bill would also provide that in com- 
puting the maximum medical deduction, health insurance premiums would be 
disregarded. “Health insurance” is defined to mean a plan designed to provide 
benefits in respect to health services, in return for prepaid subscription charge. 
This bill is viewed by those in insurance associaton circles as a perennial and 


evidently has no connection with the administraton’s tax proposals. 


Burtness General Agent for Paul Revere 


Warren A. Burtness has been named general agent at Portland, Ore., for 
Paul Revere and Massachusetts Protective. He joined the Minneapolis agency 
in 1949 and was made supervisor in 1953. An air force veteran, he is vices 


president of Minnesota A&H Assn. and Minneapolis A&H Assn. 
Beneficial Standard Appoints Mizokami 


Beneficial Standard Life has appointed Arthur Lewis assistant director of 
life agencies at the home office, and has named Roy M. Mizokami general agent 


of the new Oriental agency in Los Angeles. 
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celebrating 


25 Years of service! 


with life insurance in force exceeding 


$536,000,000.00 


PLUS: One of the most advanced 







ite Pi 
agent’s training programs in the 
rev nation .. Supervised offices.. 
Trained Group men to assist 
Grov? agents .. An alert Underwriting 


and home office staff . . Top com- 
missions .. Company outings .. 
App-A-Week clubs and agent 
contests . . . the finest insur- 
ance plans. 


REPUBLIC NATIONAL 


LIFE INSURANCE COMPANY 


Theo. P. Beasley, President Home Office, Dallas 
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Over $114 
Billion Dollars Life 


Insurance in Force. 


Says “My Company for 17 years has led all major life 
insurance companies in net rate of interest earned on invested 
assets—4.34% in 1953. This favorable earnings rate enables 
the Company to pay 4% interest on dividend accumulations 
and policy proceeds left with the Company. This means that 
I can offer my clients extra benefits through 49% —ANOTHER 
JEFFERSON STANDARD PLUS.” 


JEFFERSON STANDARD 


Life Insurance Company 


GREENSBORO, NORTH CAROLINA 


























Just What the Client Ordered! 


How many times has a prospective client said to you ... 
“Why doesn’t your company come out with one policy to 
cover all my sickness and accident requirements?” 


NOW Illinois Mutual Casualty Company 
has a completely different 


ALL-IN-ONE POLICY 
Covering: © Lifetime benefits for total disability—accident © Five-year benefits 
for total disability—sickness, regardless of house confinement © Hospitalization 
© Surgical benefits © Blanket medical expense (accident) © Travel accidents © Acci- 
dental death - - - A COMPLETE package of protection. 





Add this most salable policy to your sales portfolio. Territories open in: 
Illinois, Indiana, Ohio, Michigan, Minnesota, Missouri, and Wisconsin. 


Illinois Mutual Casualty Co. 


(non-assessable) 


HOME OFFICE: 411 LIBERTY ST., PEORIA, ILL. FBY) Jl 
it 


E A. McCORD Cc. C. INMAN 
lent Exectuive Vice-President 
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ALL INSURANCE COMPANIES ARE GROW 






THE PILOT | 


$103 MILLION GAIN 


puts Pilot Life in the 3/4 billion dollar class 


An increase of more than $103 million of life insurance in forcee—providing greater ben- 
efits for more people than ever before—was the record for Pilot Life in its 50th anniversary 








year. 
















Growth like this indicates real] faith in the company on the part of the policyholders. 
In turn, Pilot Life can say “thanks” in a very real way: more home and business loans, 
improved insurance service, more operational economy, more insurance for less money. 


What happened in 1953? Even for an insurance 
company, these growth records are exceptional: over 
$103 million increase of insurance in force... total 
‘is ek eee ‘ in force of over $750 million... number of people pro- 
tected increased to over 3 million... payments to pol- 
icyholders and beneficiaries $10 million... assets up 
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to a record $110 million. 








Pilot Life continues to pay 4 per cent interest* 








on funds left with the company—highest interest rate 











paid by any major insurance company. 




















DOLLARS 

















» Briefly, that’s what happened in 1953, thanks to 
Fe ee Pilot Life’s loyal field and home office forces. 


oF 


*The Pilct guarantees 2144%—is now paying 4%—and has never 
{| | | paid tess than 4% in all its 50 years. 


So] vay 


Insurance Ccmpuny 


= O. F. STAFFORD, PRESIDENT—PILOT TO PROTECTION FOR OVER FIFTY YEARS 
HOME OFFICE: GREENSBORO, NORTH CAROLINA 
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